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Home of the Greatest Illinois Company 


Land and Building Owned and Occupied 
Exclusively by the Illinois Life 
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Nineteen Twenty-Three completes the thirtieth year of this Company’s successful 
operation and uninterrupted progress. To build a substantial service-giving organi- 
zation, big enough to have unquestioned strength, but small enough to maintain 
close and human relations between the Home Office, the Field and its Clients, and 
to especially merit the patronage of the citizens of its Home State, is the already 
realized goal and ambition of the 


Illinois Life Insurance Company, Chicago 


JAMES W. STEVENS, President 
GREATEST ILLINOIS COMPANY 


» consul 


w To men who are able to write good risks for good money, we offer a pleasant, ay 
profitable and permanent connection. We do not solicit sub-standard business. 






























“Cooperation Headquarters” 


Home Office Building of the Peoria Life. Owned 


have earned the Peoria Life its reputation fer: 


“Policies Strong as Farm 
Mortgages Can Make Them!” 
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The Facts About the Peoria Life 





Substandard Service 


The new Substandard Department of the Peoria 
Life is a genuine, practical Service. It is not a 
mere play on words when we say that we issue 
a policy on every application. This means not 
only a policy, but a deliverable policy, with pro- 
visions so desirable and premium rate so reason- 
able that the applicant will gladly accept it. The 
Substandard Department became effective Janu- 
ary |, 1923. Of the policies issued this year, 
only three per cent substandard policies have been 
returned not taken! The rest have been delivered. 


Our Substandard Department was organized 
with no other purpose than to broaden our 
“Service to Policyholders’ and “Service to Agents.” 
It was not designed to attract the business of other 
companies, nor to interest their agents. It is a 
service solely for Peoria Life Agents, and the 
business of other agents, direct or indirect, is 
neither solicited nor accepted. 


The Peoria Life has never done a brokerage 
business, nor do we employ agents with other 
companies. Our past rule in this respect is not 
changed in the least by the organization of our 


Substandard Service. 


Peoria Life Insurance Company 


Peoria, Illinois 
























































Office of publication, 175 W. Jackson Bivd., ——— 
class matter June 9, 1900, at post office at Chicago, 
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THE NATIONAL UNDERWRITER, Life Insurance Edition, twenty-seventh year. No. 25. Thursday, June 21, 1923. 
Ill. $3.00 per year; 15 cents per copy. Entered as second 
ll., under Act of March 3, 1879. 
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$3.00 Per Year, 15 Cents a Copy 





LIFES SALES FOR YEAR 
TO PASS TEN BILLION 





Life Presidents’ Figures on First 
Five Months Show Unprece- 
dented Gains 





TO SURPASS 1920 RECORD 


Great Increases in Production of Both 
Ordinary and Industrial Insur- 
ance Are Recorded 





NEW YORK, June 19.—Life insur- 
ance in unprecedented amounts is being 
bought the American people this 
year, according to the current new- 
business figures of 40 leading companies 
forwarded to the United States depart- 
ment of commerce by the Association 
f Life Insurance Presidents, showing 
hat $3,194,000,000 of life insurance was 
purchased in this country from these 
companies the first five months of this 
year, as compared with $2,609,000,000 
for the same period of 1922. This is an 
increase of 22 percent over 1922 and if 
maintained through the year will break 
all life insurance records in this country, 
far exceeding even the peak year of 
920. The new paid-for business of 
hese 40 companies the first five months 
ff 1923 exceeds that of the first six 
nonths of 1922, which was $3,162,000,- 
100 


by 


— 


Saving as Well as Spending 


“These figures give striking evidence 
hat the American people are saving at 
i greatly increased rate this year, as wel! 
aS spending,” said Manager George T. 
Vight of the Association of Life Insur- 
huce Presidents, in making the statistics 
muiblic. “The compilation is based on 
he business actually paid for, exclusive 
! revivals, increases and dividend addi- 
tons, of 40 United States life insurance 
‘companies having in force 77 percent 
{the total legal reserve life insurance 
utstanding in the United States. 

Records for the last two years shown 
hat about 41 percent of the year’s busi- 
ess is done during the first five months. 
Jn this basis, the paid-for business of 
hese 40 companies in 1923, if the pres- 
Mt trend is maintained throughout the 
‘ar, will approximate more than 
‘490,000,000, surpassing even the rec- 
rd year of 1920, when their new busi- 
ss amounted to $6,696,000,000, Assum- 
ng that the other life insurance com- 
— Carrying 23 percent of the insur- 
"ce in force write new business in the 
ame Proportion as the companies car- 
ying 77 percent, the total new business 
d 1923, on paid-for basis, exclusive of 
svvals, mereases and dividend addi- 
Ns, will probably reach $10,900,000,- 
a . compared with the previous high 
ar in 1920 of $9,419,000,000. Twenty 
‘tal the total amount of life in- 
 .€ in torce in the United States 
a $10,500,000,000.” 
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NEW LIFE INSURANCE PAID-FOR | 








Increase Over Previous Year.... 
Percent Increase ........-.+++++: 
Industrial Insurance : 
Increase Over Previous Year... 
Percent Increase .........++++4+: 
Group Insurance . 
Increase Over Previous Year.... 
Percent Increase 


| 
| 
| During First Five Months of the Years 1921, 1922 and 1923 


| 
1921 1922 1923 
First 5 Months First 5 Months First 5 Months 
Ordinary Imsurance...........++- $1,902,028,636.17 $1,942,876,151.78 $2,352,381,597.52 


40,847,515.61 409,505,445.74 
2.15% 21.08% 


524,691,599.00 $ 595,805,326.00 $ 735,720,993.00 
71,113,727.00 139,915,667.00 

13.55 % 23.48% 

35,610,714.00 $ 70,547,409.00 $ 106,766,474.00 
34,936,695.00 36,219,065.00 

98.11% 51.34% 





Total 
Increase Over Previous Year 
Percent Increase 


increases and dividend additions. 


all on paid-for basis, are as follows: 


aoe cereeccessececessees $2,462,330,949.17 


$3,194,869,064.50 
585,640,177.74 


22.44% 


$2,609,228,886.78 
$ 146,897,937.61 3 


5.97% 


The information listed above includes new business only, exclusive of revivals, 


Monthly Production Figures 
The monthly production figures for 1923 thus far, compared with 1921 and 1922, 





as of December 31, 1921. 


(Statistics compiled by the 


M’CULLOCH IS COMMISSIONER 





Pennsylvania Veteran Put at Head of 
Insurance Department After Forty 
Years of Service 


HARRISBURG, PA., June 18.—Sam- 
uel W. McCulloch was appointed by 
Governor Pinchot last Saturday as in- 
surance commissioner of Pennsylvania. 
Mr. McCulloch, who has been connected 
with the department for 40 years, and in 
March was tendered a banquet on his 
anniversary, has won a large number 
of friends throughout the state for his 
unquestioned ability and faithful ser- 
vice. 

As deputy commissioner he has been 
in charge of the department since the 
resignation of Thomas B. Donaldson at 
the beginning of the Pinchot administra- 
tion. For two vears of Governor Brum- 
baugh’s administration also he was in 
charge of the de~artment’s affairs as 
deputy, following the resignation of 
Commissioner Charles Johnson and un- 
til the appointment of J. D. O'Neil as 
cem missioner. 

When J. Woods Brown, now man- 
ager of the Fire Association's middle de- 
partment, was deputy commissioner, 
Mr. McCulloch served under him as 
chief clerk. When Mr. Brown retired 
32 years ago Mr. McCulloch was ap- 
pointed deputy, a position he had held 
ever since until he became commissioner 
last Saturday. 


mendous gains this year is indicated by 
the segregation of the figures for the 
different classes of insurance. The sub- 
joined table shows in detail, by classes 
of insurance, the comparison of new 
paid-for business of the first five months 
of 1921, 1922 and 1923, of the 40 com- 
panies contributing their figures to the 








governmental records at Washington. 


) Association 
special reports furnished by its members.) 


NO NEW TAX 











1921 1922 1923 
PT cc ccukdeeeenvindeeedaes $ 433,118,252.66 $ 441,165,104.94 $ 524.528.384.40 
eee es aad wie an 449,216,648.33 479,945,311.06 539,.697,684.09 
Dt MBACbeCeehudeetnabeeenedes 538,205,185.00 567,888,129.49 699,088,693.60 
DT 626 cccdcraueeneeeesdeséuws ce 513,091,864.44 555,948,412.68 727,178,751.84 
PT NWickdheee-e Guba Srdeae awe ees 528,698,998.74 564,281,928.61 704,375,550.59 
WUE Sikenes ee Ceeraceeeée dice $2,462,330,949.17  $2,609,228,886.78 $3,194,869,064.52 


= The 40 companies whose new business is included in this table had in force 
77 percent of the total legal reserve life insurance outstanding in the United States 


of Life Insurance President from 


ON INSURANCE 


Serious Menace Averted by Amendment 
to Pennsylvania Bill, Following 
Hearing 


HARRISBURG, PA., June 18.—-The 
Pennsylvania legislature last week com- 
pleted passage of the Armstrong emer- 
gency tax bill levying “% of 1 percent 
tax on net profits of corporations. Be- 
f- re its passage a very important amend- 
ment was accepted; all insurance com- 
panies and building and loan companies 
were exempted from the new tax. Thus 
a serious menace to the insurance busi- 
ness not only in Pennsylvania but in 
other states also was averted. 

The measure imposes taxes in 
tion to all state and federal taxes al- 
ready in effect. It was regarded so 
threatening that a meeting of leading 
insurance men was hastily called in the 
home office of the North America, 
where arrangements were made to in- 
form the legislature how an additional 
tax on insurance companies would 
gravely affect an essential business. 

Following the meeting, a number of 
prominent insurance men, representing 
all branches, went to Harrisburg for a 
hearing before the senate finance com- 
mittee. Frederic H. Calkins, counsel 
for the Association of Life Insurance 
Presidents: Frank Roberson of the Na- 
tional Board, Alfred M. Waldron, promi- 
nent local agent of Philadelphia; Syd- 


addi- 


ney H. Pool, resident manager of the 
Fidelity & Casualty; Bayard Henry, 
Commissioner McCulloch and others 
testified. 


Mr. Calkins said that the emergency 
tax would bring in not more than $250,- 
000 from the insurance companies but 
that, because of retaliatory laws in 27 
other states, the Pennsylvania compan- 
ies would have to pay a very much 
larger amount, which would be a heavy 
and unjust burden. 





“JUMBO”’ POLICIES ARE 
SCRUTINIZED CLOSELY 


Especial Precautions Taken by 
Companies in Writing Million 
Dollar Contracts 





CAN’T BE SUB-STANDARD 


Some Companies Say Size Does Not 
Affect Quality of Risk, While 
Others See Moral Hazard 


NEW YORK, June 19.—While many 
life insurance companies regard the mil- 
lion-dollar policy applicant with more 
or less suspicion, the larger companies 
feel that after having made a particu- 
larly careful medical examination, the 
size of the policy does not affect the 
quality of the risk. The companies that 
have written the largest volume of busi- 
ness on the big policies feel that they 
have made a sufficiently careful medical 
selection to maintain a loss ratio about 
where it should be. 

No Big Sub-Standard Polictes 


The applicant for one of the “jumbo” 
policies must be without blemish if he 
is going to get anything like a million 
dollars’ worth of insurance. A _ particu- 
larly careful investigation is made from 
a personal and moral standpoint, as well 
as a careful physical examination. There 
are always two examinations taken on 
these big contracts at least six hours 
apart. 

If there is any indication of physical 
weakness at all, the limit which any 
company will take is cut way down, so 
that unless a man is almost perfect, he 
has no possibility of getting the big con- 
tract. For that reason, no policies of 
such size are apt to be written on a sub- 
standard basis. Companies writing sub 
standard business are not very great in 
number, and, as all of them cut down 
their limit to the bone on sub-standard 
risks, there is no possibility of a million 
dollar policy. A sub-standard risk is 
very fortunate if he can obtain $100,000 
of insurance. 

Extra Hazard In Seen 


The companies are always suspicious 
of any sudden convert to large insur- 
ance. Such an applicant is apt to have 
knowledge which the companies are 
unable to obtain, and unless the compa- 
nies feel that they have all the facts, 
they do not want any of the big policies. 

One official whose company shies off 
of most of the big policies, feels that 
even if a careful inspection and exami- 
nation is made, there is still an extra 
hazard on the big policies. He sticks to 
the idea that the man who has been able 
to accumulate enough money to buy a 
$1,000,000 of insurance is very apt to 
have sacrificed his health in some par- 
ticular to accomplish what he has. He 
regards most of the purchasers of big 
insurance as poor’ risks. 

This official cited two examples, and 
although it is not wise to try to general- 
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ize from a few cases, it is interesting to 
note the two examples given. 


Effect of Strenuous Life 


One was the case of a big merchant 
who carried $1,500,000. He applied for 
another million a short time ago and 
the company in question turned the risk 
down, saying that the reason was that 
the man’s career had been so strenuous 
it doubted if he were a good risk. 
It pointed to the fact that after a 
careful inspection, facts not shown in 
the examination papers and application 
were revealed which indicated that he 
had suffered from neuritis. This was an 
additional indication that he was show- 
ing the effects of his intensive career. 
Those supporting the application de- 
clared that the applicant had practically 
retired from business, shifting all re- 
sponsibility to capable subordinates. 
They were sure that he was free from 
the nervous strain under which he had 
been before and was therefore a good 
risk. The company held to its original 
contention, however, and was not sur- 
prised when four or five months later 
the applicant’s death was announced. 
He had been able to obtain only $300,- 
000 additional insurance out of the mil- 
lion applied for. 


Treated for Diabetes 


The other case was that of a leading 
financier. The applicant was one of the 
biggest powers in the financial capital 
of the country. The physical examina- 
tion and the application showed him to 
be a good physical risk. There was no 
doubt, apparently, as to whether or not 
he was a good moral risk. However, 
within three months after his applica- 
tion for insurance, when the recent dis- 
covery of a cure for diabetes was an- 
nounced, this big business man was 
quoted as offering a testimonial in favor 
of the cure, telling how much of value 
he had obtained from its use, in treating 
the disease from which he was evidently 
suffering. 


T. Foster Witt, general agent at Rich- 
mond, Va., for the Connecticut Mutual 
Life, has recovered sufficiently from in- 
juries suffered in a recent automobile 
accident to resume duties at his office. 





COMPLAINT IS DROPPED 


HOBBS IS NOTIFIED BY HYDE 





Action Against Massachusetts Compa- 
nies in Missouri Halted Pending 
New Hearing by Hobbs 





BOSTON, MASS., June ‘20.—Com- 
missioner Hobbs today recived notice 
from Superintendent Ben C, Hyde of 
Missouri that the complaint of Missouri 
companies against Massachusetts com- 
panies doing business in that state had 
been withdrawn. At the same time the 
Massachusetts commissioner is in re- 
ceipt of a new brief from the Missouri 
companies citing various cases which 
have to do with the comity between 
states in regard to the admission of 
insurance companies, which Commis- 
sion Hobbs has not yet had time to 
digest. 

Commissioner Hobbs met Superin- 
tendent Hyde in Chicago last week to 
discuss the situation arising over the 
complaints filed against Massachusetts 
companies, seeking to bar them from 
Missouri as a retaliatory measure. Com- 
missioner Hobbs was asked to consider 
a different interpretation of the law than 
the one given out by him recently, which 
barred reciprocals from this state, but 
stated he could not do so while the com- 
plaints were pending in Missouri. As a 
result the Missouri commissioner agreed 
to have the complaint withdrawn forth- 
with. 


Meet at Sherman, Tex. 


A district meeting of the Kansas City 
Life was held at Sherman, Tex., with 
a score of agents and a couple of com- 
pany officials attending. . F. Barr 
from Kansas City and Orville Thorp 
from Dallas were mingling with the 
men with rate books. J. C. Stinson is 
district manager at Sherman. The 
agents were guests at a luncheon. Vari- 
ous problems confronting life insurance 
salesmen were discussed. 


YORK IN AGENCY WORK 


LEAVES THE HOME OFFICE 





Superintendent of Agents of the Equi- 
table Life of New York With 
Adolph Hollander 


— 





Leslie C. York has resigned as super- 
intendent of agencies of the Equitable 
Life of New York and has become asso- 
ciated with the Adolph Hollander 
Agency of the company in New York 
City as superintendent of agents. Mr. 
York had charge of the agency depart- 
ment in the health and accident end of 
the company. When the Equitable de- 
cided to retire from the disability end of 
the business Mr. York was delegated to 
conserve the interests of agents and the 
company from that end. He finds that 
his work has been completed and de- 
sires to be relieved of the duties of 
traveling, which is part of the duty of 
an agency man. 

The Hollander agency is one of the 
largest producing agencies of the Equi- 
table. Mr. York has had an interesting 
career. He was formerly with the Equi- 
table in the west and made a great rec- 
ord as an agency organizer. 


Follow Up Small Policies 


“Follow up the small policy,” is the 
advice of F. O. Dunning, associate gen- 
eral agent in the Hall & McNamara 
agency of the Penn Mutual Life, New 
York City. Mr. Dunning cites an un- 
usual example from his own experience. 
He sold a $2,500 policy in 1906, adding 
$3,500 three years later. Since then, 
as the policyholder prospered and his 
needs developed, Mr. Dunning has writ- 
ten additional insurance in almost every 
year. At the present time the satisfied 
customer has 21 policies outstanding in 
the Penn Mutual, totaling $114,000, the 
last policy dated February, 1923, In- 
cidentally, the prospect was sold right 
in the first place. 


























The cut shows the completed home 
office building of the Western & South- 
ern Life of Cincinnati, one of the archi- 
tectural ornaments of the city, at the 
corner of Fourth and Broadway. Fourth 
and Broadway is the center of the new 
business and club district of Cincinnati. 


The University Club and the proposed 
Queen City Club are on two of the other 
corners while a 12-story apartment hotel 
is being erected on the remaining cor- 
ner. The site of Fort Washington, 
which preceded the early settlement of 
Cincinnati, is only a block away. 
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The Western & Southern started the 
development in this part of the city 
some years ago when it erected the first 
section of its building. The company is 
having a splendid year and is one of the 
foremost life insurance institutions of 
the west. 





COMPANY IS ‘STARTING SF 








WRITE ACCIDENT AND HEALTH 











Will Take Over Good Part of the Dis.8Co: 
ability Business of National 
Life, U. S. A. 














The United States Nationa! Life 
Casualty of Chicago is being organize™DA 
to take over the bulk of the accidew 
and health business of the National Lif 
U.S. A. The details of the organization 
will not be known until President A. ¥ 
Johnson of the company returns hom 
from California, the early part of Jul 
The company will have $300,000 capit: 
and $150,000 surplus. It is understoo/ 
that President Johnson and C,. 
Boyer, manager of the casualty depar: 
ment, will own the bulk of the stock 
The officers have not been decided o 
It is known, however, that the Nations 
Life, U. S. A., will continue to writ 
commercial accident and health througt 
its life agents so that they can offer 
the full protection policies. 

The incorporators of the new con 
pany are Burton P. Sears, we cour. 
sel of the National Life, U. ‘rani 
Mikkelson, auditor of the amie de- 
partment; P. M. Olson, cashier of th 
casualty department; H. S. Burroughs 
office manager in the casualty depart 
ment; A. H. Davisson, secretary 
Manager Charles H. Boyer of of th 
casualty department; E. R. Branson, as 
sistant attorney; E. W. Leonard, clair 
adjuster, and Kenneth Mullen, secre 
tary to President A. M. Johnson. 

The new company will be ready t 
start in the near future, as all legal ad 
vertising has been completed. M: 
Boyer has built ‘up a magnificent healt! 
and accident business and it seems wis 
to have a separate company to hand 
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will not be determined until Preside! 
Johnson reaches Chicago and confer 
with his associates. 
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COMPANY SCHOOL UNDER WA! 








Extension Course of Phoenix Mutu 
Opens in Chicago, to Continue Over 
a Week 




















The extension course given by i 
sales training division of the Phoen 
Mutual Life for its mid-western aget! 
opened in Chicago this week and Wi 
continue until Tuesday of next wee 
or possibly later, if necessary to finis 
the prescribed work. The functions am 
principles of life insurance and life if 
surance salesmanship are to be takt 
up under the direction of the hot 
office officials who are in Chicago ' 
the week and constitute the faculty ¢ 
the school. Each of the officers W 
discuss some phase of the underw 
ing and selling problems of the ne 
agents and the practices and policies § 
the company will be taken up in detal 
The home office men who are presé 
for the work are: A. A. Welch, ¥ 
president; Winslow Russell, vice-pres 
dent and agency manager; How#l 
Goodwin, assistant secretary in chat 
of the new business department: (# 
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Terrill, agency secretary, and orney-g 
don Hunter, manager of the SC @Rurance 
division. In addition to these me" Bihey-gen, 
school will be addressed by W. the 






Williamson, Chicago, manager for 
Phoenix ‘Mutual; Julius H. Meyer, § 
eral agent of the New England Muta 
and Walter E. Webb, superintendent 
agencies of the National Life, U. 5! 
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The Minnesota Mutual Life held, 


annual picnic June 9 at Antlers a 
near Minneapolis. Company offic ors. 
ployes and a number of represents 
were present, and everybody reporte 
best time in years. 
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RTING SEE GREAT PERIL IN 
THE ILLINOIS FINES 
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f the Dis#Companies Say That Law Should 
Be Changed to Meet New 
Conditions 
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~ ps H The announcement that the Illinois 
_ pow insurance department had notified com- 





panies of all classes that had not filed 
heir annual statements on time that 
hey had been fined $500 caused con- 
iderable solicitude at home offices. 
Vhile the Ilinois department may not 
ress the claims and may go on record 
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Burroughi™nual statements at Feb. 1, or Feb. 15. 
Ity depar™§#The Insurance Commissioners Con- 
scretary tMyention adopted a resolution some years 
of of th@ago appointing a committee on securi- 





sranson, wties which gets out a valuation book 
nard, claim@every year toward the close of January. 
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Have to Walt for the Book 








Companies therefore are required to 
vait until this book comes out in order 
hat they may make uniform valua- 
ions, It is therefore physically im- 












seems wis 
y to handilfpossible to get out annual reports by 
vy much Feb. and it pushes companies even to 
health at@iget them out by Feb. 15. It has been 
taken OVtaken for granted that the insurance 
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epartment would waive the conditions 
of the law so that companies would 
have time to get their annual figures in 
hape and sent out. Many companies 











DER WAlm@ave played safe by writing to the in- 
urance superintendent and_ getting 
consent to delay the filing of _ their 

nix Mutwiinnual statements for a few days. The 

inue Over companies have been just as anxious as 





anyone to get their statements out on 
ime. However, since the Insurance 
‘ommissioners Convention adopted the 
inform valuation plan the Scudder 
jaluation book does not come out in 
ime for them to get their statements 
n shape for filing by the latest date 
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ek and Wequired by law. The notice therefore, 
next WeM@Rent out by Superintendent Thomas J. 
iry to fiti#Mouston of Illinois came like a bolt out 
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fa clear sky, 













to be take Retalitory Law Invoked 

fr . . 
Joa o The Michigan department immedi- 
e faculty 4 ptely notified all Illinois companies that 
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he retalitory law would be invoked and 







































officers “Bhey would be fined. The National 
e underes Board of Fire Underwriters notified its 
ot te # embers to pay no attention to the 
d or otice, claiming that the insurance de- 
up m = partment was powerless to enforce the 
are Me penalty. It took the position that the 
Welch, red ttorney-general would have to initiate 
l, we he prosecution or at least it would be 
ai hal n his hands even if prosecuting attor- 
iy = Oh fys started suit. Therefore the re- 
tment; ap onsibility would fall back on the at- 
and orney-general. Inasmuch as the in- 
the se urance superintendent and the attor- 
lese Ww. @Y-Seneral belong to different factions 
by } bf the Republican party it was not 
ager ay! hought that the attorney general’s de- 
Meyer, ®Hbartment would espouse the cause of 
land ver Puperintendent Houston. 
rintente “ven if the squall in Illinois blows 
ife, U. > At insurance officials feel that steps 
be taken to amend the law in 
Life held I the States, putting the time for fil- 
Antlers Ff § statements at Mar. 1. They take 
r office € position that the present arrange- 
Preported @™<"t is very dangerous and shows the 





Possibility 





of litigation and penalty. 








HONOR L. M. CATHLES 


—— 


MONTGOMERY SUCCEEDS HIM 

Dinner Given at Dallas for Southland 

Life. Official, Who Heads New 
Reinsurance Company 





DALLAS, TEX., June 19.—Lawrence 
M. Cathles, recently elected president of 


the’ North American Reinsurance of 
New York, a million dollar insurance 
institution soon to begin spreading 


its lines to all parts of the world, was 
honored at what was called a farewell 
dinner given by the officials of the 
Southland Life. Mr. Cathles was for 
years vice-president and actuary of the 
Southland and recently resigned that 
position to accept the presidency of the 
big New York company. The dinner 
also served to introduce Paul V. Mont- 
gomery of Fort Worth, Tex., until re- 
cently vice-president and actuary of the 
Fort Worth Life, who will come to 
Dallas to succeed Mr. Cathles. 

The dinner resolved itself into a kind 
of experience meeting .at which insur- 
ance men told of some of the things 
Cathles had done since his connection 
with the Dallas company. Harry L. 
Seay, president of the Southland Life, 
presided at the dinner. Forty promi- 
nent insurance men attended. 


High Tribute to Cathles 


President Seay declared Mr. Cathles 
is one of the ablest and strongest execu- 
tives who has ever been connected with 
the business in the south and that his 
company, his officials and his employes, 
as well as the insurance fraternity gen- 
erally in Dallas, had been strengthened 
through their associations with the de- 
parting actuary. Mr. Seay thought the 
country will soon find Mr. Cathles in 
the front row of leaders in the insur- 
ance business. 

A. C. Bigger, head of the American 
Life Reinsurance of Dallas, said his ten 
years’ association with Mr. Cathles had 
been profitable in many ways. He said 
he had always found Mr. Cathles on the 
firing line of duty and always guarding 
the interest of the public. He said Mr. 
Cathles was the first real actuary Texas 
ever had and the insurance fraternity 
regretted he must go, even if.it were 
for a better place with unlimited possi- 
bilities. Mr. Biggers said the directors 
of the New York company made no 
mistake when they “called Cathles.” 


Actuary’s Position Important 


Orville Thorp, past president of the 
National Association of Life Underwrit- 
ers, said there is no place in the ma- 
chinery of life insurance more essential 
than the actuary and that the Southland 
had learned it since Mr. Cathles had 
been with it. He said as head of the 
New York company Mr. Cathles would 
find a way to forge the institution to 
the front in short order. Mr. Thorp 
thought Mr. Cathles was one of the 
brainiest executives in the insurance 
business and said Texas is losing the 
best man it has had in years. He said 
Cathles was valuable, not only to the 
Southland, but to the insurance business 
generally in Texas. 

Paul V. Montgomery, successor of 
Mr. Cathles, said he had worked under 
Mr. Cathles for five years and that he 
would endeavor to continue the work for 
the Southland along the lines of his 
predecessor as well as he was able. He 
declared he could find no joy in meeting 
to bid farewell to a man so much needed 
in Texas as Mr. Cathles is needed, but 
like the others, he rejoiced that hard 
and efficient work had won a place in 
the hall of insurance fame for Mr. 
Cathles. He said the insurance men of 
the east drafted the master mind of the 
business in the south when they made 
a proposition Mr. Cathles could not 
refuse. 

Cathles Farewell Talk 


Cathles made a short address. 
(CONTINUED ON PAGE 24) 
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CHANGE AT CARNEGIE 





IN INSURANCE SALES SCHOOL 





University of Pittsburgh Has Taken 
Over the Work With Charles J. 
Rockwell in Charge 





Recognizing the advantages to be 
gained by association with an institu- 
tion offering aiso courses in law, com- 
merce, economics and finance, which 
are in such close relationship to life in- 
surance, arrangements have been com- 
pleted for the transfer of the School of 
Life Insurance Salesmanship, long es- 
tablished at the Carnegie Institute of 
Technology, from that institution to the 
University of Pittsburgh. 

Charles J. Rockwell, who has been 
with the school for three years, will con- 
tinue as director with an augmented 
staff of instructors and lecturers on the 
diversified and special problems of busi- 
ness and social relationship. 

Because of the unusual nature of its 

work, in that it both imparts knowledg: 
and provides practice in its employment, 
the school has been made a separate di- 





CHARLES J. ROCKWELL 
Director School of Life Insurance Sales- 
manship, University of Pittsburgh 


vision of the university, in contact with, 
but not part of, its great schools of law 
and commerce. 

The headquarters of the division will 
be in the Pittsburgh Chamber of Com- 
nerce building, close to the heart of the 
city. This will enable practical field 
work to be done and supervised under 
normal and actual agency conditions, 
and without loss of time by the students. 
This will make it possible to bring the 
instruction program into closer touch 
with the activities of this great insur- 
ance field, than which no other offers 
soliciting advantages of so many differ- 
ent sorts. 

Considerable research 
for the past year, been 
question of what is the proper subject 
matter which an ideal training course 
should contain, in order that it should be 
made as useful arid nrofitable as possible 
to its patrons—to include all it should 
include and to exclude the useless when- 
ever such is discovered. This revision 
will be continued in the effort to main- 
tain the leadership which the Pittsburgh 
Course has always enjoyed. 

The Pittsburgh Life Underwriters 
Association has enthusiastically en- 
dorsed the change and is cooperating 
with the administration in its efforts to 
extend its facilities for service. 
Correspondence in regard to the new 
program may be addressed to the di- 
rector of the division of life insurance 
salesmanship, University of Pittsburgh, 
Chamber of Commerce building, Pitts- 
burgh, Pa. 


and study has, 
devoted to the 











NEW TRAINING PLAN IS 
PROPOSED FOR AGENTS 


Milwaukee Adopts 
Resolution for Presentation at 


Association 


Chicago Meeting 


MAIL COURSE SUGGESTED 


One Offtred by American Institute of 
Banking for Bank Clerks Is 
Cited as Example 


MILWAUKEE, . WIS., July 


What is considered by many of its mem 


19 


bers to be the most important and far- 
reaching resolution ever drawn up by 
the Milwaukee Life Un- 
derwriters was unanimously passed by 
that body at its regular monthly meet- 


Association of 


ing Friday. The resolution requests 
the National Association of Life Under 
writers “to appoint a committee from 


the national body to prepare courses of 
study that will give to the isolated life 
insurance salesman training analogous 
to that received by isolated bank clerks 
through the correspondence _ study 
course of the American Institute of 
Banking, and a training to the life in 
surance salesmen assembled in local 
association groups analogous to the 
training provided in the chapters of the 
American Institute of Banking in the 
large cities—an embodiment of the uni 
versity extension course idea applied to 


life insurance salesmen, such as the 
Carnegie Institute of Technology, New 
York University, and other = similar 


schools can prepare and give under the 


supervision and direction of the Na- 
tional Association of Life Underwrit- 
ers,” 


Value of Special Training 


The resolution points to the fact that 
“while less than 1 percent of American 
men are college graduates, yet out of 
this 1 percent have come 55 percent of 
our presidents, 35 percent of the mem 
bers of Congress, 47 percent of the 
speakers of the house, 56 percent of the 
vice-presidents, 62 percent of the 
taries of state, 50 percent of the 
taries of the treasury and 69 percent of 
the judges of the Supreme Court.” The 
resolution continues in the same vein, 
st ating that “while 100 years ago special 
training was provided for only the pro 
fessions of law, medicine, ministry and 
teaching, today special courses and in- 
struction are provided for many voca 


secre- 
secre 


tions, including those of the farmer, the 
dairyman, the miner, the mechanic. the 
semeeeer, and even the bricklayer and 


barber, and mindful that the hit-or-miss 
the catch-as-catch-can or rule of thumb 
method in business, especially in sales- 
manship has been superseded by the 
scientific method, where the total know! 
edge and experience of mankind is mar- 
shalled im concrete, well enunciated, 
fundamental statements and elaborated 
with detailed information, enabling the 
student to acquire in the minimum of 
time the maximum of knowledge regard 
ing the special work he essays to mas- 
ter.” It points to the splendid training 
given by the American Institute of 
fanking and similar organizations as 
illustrative of the methods which may 
be used by the insurance fraternity in 
bringing abont a standardization of edu 


cational methods, the local association 
makes the specific requests of the na 
tional body above noted. 
Purpose of Resolution 
The resolution will be submitted to 
the national convention in Chicago in 
September, according to Gus E. Har 


thun of the Equitable Life, secretary of 
the association. 


The purpose of the 
association in drawing up the 
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OPPORTUNITY IN OHIO 


THE INDIANAPOLIS LIFE INSURANCE CO. has recently 
entered Ohio. We can use three more men, who are big 
enough to act in the capacity of manager—one at COLUMBUS; 
one at TOLEDO; and one at CINCINNATI. 


We are not looking for high pressure men who flit from Com- 
pany to Company, but we want honest, intelligent and capable 
men—those who have a keen desire to serve their Policyholders 
well—those who believe that the correct way of building an 
agency is by giving to Policyholders the BEST SERVICE at 
the LOWEST COST. 


If you believe that the Company that serves its Policyholders 
best serves its agents best; 


If you want to establish an agency for yourself; 


If you believe that with splendid co-operation from the Home 
Office you can stand muster with the best; 


If you are willing to work and to grow, and you want a real 
opportunity, we have it. 


If you are at liberty to represent us, write us. 


The pyramid of figures printed below will interest you if you 
like conservative, constructive, steady growth in the develop- 
ment of Life Underwriting. 


Insurance in Force 


1905 $ 325,000.90 
1906 1,281,909.92 
1907 2,158,315.62 
1908 2,344,449.12 
1909 3,037,135.59 
1910 3,760,237.61 
1911 4,451,264.48 
1912 5,756,690.86 


1913 
1914 


1915 
1916 


1917 
1918 
1919 


7,011,554.27 
8 655,788.49 


10,231,921.21 
12,021,820.06 


13,665,053.54 
15,532,346.26 
20,456,374.44 


1920 27,006,018.90 
1921  31,275,345.88 


1922 35,236,427.74 
1923 38,000,000.00 


Purely Mutua/—Low Initial Premiums—Large 
Annual Dividends, Resulting in Low Net Cost. 


Established in Indiana, Illinois, Texas, 
Michigan, Minnesota and Florida 


FOR AGENCY ADDRESS 
FRANK P. MANLY, JOE C. CAPERTON, 


President Sales Manager 

















resolution and in working for its pass- 
age is expressed in the final paragraph 
of the resolution itself, according to Mr. 
Harthun. This paragraph states that 
the resolution is submitted: “That the 
ideal of professional standard of the life 
insurance salesman may be promoted 
and that the position recognized by the 
Brittanica Encyclopedia as having been 
attained by life insurance may be main- 
tained, namely, that life insurance ‘has 
done more than all the gifts of impulsive 
charity to foster a sense of human 
brotherhood and common interests. It 
has done more than all repressive legis- 
lation to destroy the gambling spirit. It 
is impossible to conceive of our civiliza- 
tion in its full vigor and progressive 
power without this principle, which 
unites the fundamental law of practical 
economy, that he best serves humanity 
who best serves himself, with the golden 
rule of religion—bear ye one another’s 
burdens.’ ” 


BANK RULING IN NEW MEXICO 





Insurance Department Says Bank Agent 
Who Takes Advantage of Position 
Will Lose License 





Walter B. Wagner, head of the in- 
surance department of New Mexico, has 
taken up the bank agency question and 
issued a ruling to the effect that bank 
agents will not be permitted to use their 
knowledge of the business of personal 
affairs of bank customers to influence 
the placing of insurance. He states 
that the use of such coercion will be 
sufficient grounds for cancelling the 
agent’s license. His ruling is as fol- 
lows: 

The attention of the department has 


. been called to the fact that some insur- 


ance companies licensed to _ transact 
business in this state make a specialty 
of having bank officers or employes li- 
censed as insurance agents. 

The department has no desire to pre- 
scribe who shall or who shall not obtain 
licenses to represent insurance com- 
panies doing business in this state; how- 
ever, we wish it distinctly understood 
that where bank officers or employes are 
licensed to represent insurance com- 
panies in this state, such agents shall be 
on the same competitive basis as all 
other licensed agents, and bank agents 
will not be permitted to use their knowl- 
edge of the business and personal affairs 
of the bank’s customers or other indi- 
viduals, to coerce such bank customers 
or other prospective insurers placing in- 
surance with such agencies. 

Information filed with this department 
showing coercion or other illegitimate 
means in writing insurance contracts by 
such bank agencies, will be sufficient 
reason to demand that the offending 
agent show cause as to why his license 
should not be cancelled, and if cancelled, 
an additional offense by an agent or 
agents of the same company, will be 
sufficient to require that the company 
show cause why its certificate of au- 
thority to transact business in this state 
shall not be cancelled. 


To Have Policyholders’ Month 


“Policyholders’ Month” will be ob- 
served in July by the Guardian Life of 
New York. The company’s field men 
are to devote the month to calls on old 
policyholders, each agent having a list 
of clients whom he is to visit. In ad- 
vance of the agent’s call a letter from 
Vice-President T. Louis Hansen is sent 
to the policyholders. 

With the company’s business showing 
a steady increase over last year, it is 
thought that July will prove to be one 
of the best months since the custom of 
holding an annual “Policyholders’ 
Month” was inaugurated. 

July also marks the final month of 
the “Guardian Leaders Club” year. The 
company is not holding a convention 
this year, plans having been made at 
last year’s gathering of the field force 
to forego a convention this summer and 
meet in Yellowstone Park in the sum- 
mer of 1924. To qualify for the Yel- 
lowstone trip the company’s representa- 
tives are required to become members of 
the club this year and next year. 
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American Institute of Actuaries 
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Entered Into Discussions on the 
Papers Presented 


Lawrence M, Cathles, president of t! 
North American Reinsurance, was re 
elected president of the American | 
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stitute of Actuaries at its annual mee 
ing in Chicago last week. There wa Arthi 
an unusually strong attendance Mutual 
actuarics from all parts of the countrJtion of 
over 100 gathering for this annual mee{jthe att 
meeting. It was the fifteenth anniversanfject ot 
of the institute and in celebration ofsurplus 
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LAWRENCE M. CATHLES cl 
this the board of governors preseiitt — acc 
handsome gavels to all past presidesjg”°'*™ s| 
who were not recipients during th h adap 
term of office. George Graham, " ower Hig 
president preceding Mr. Cathles, ~ le c 
presented with a gavel upon his | tin hor; that 
ment as president. At last week's orious 11 
sion the present incumbent, Mr. (2% Els 
les, was presented with a gavel # ee 
congratulated upon his recent appol™,.. ae 
ment as president of the North Am@y.; en 
ican Reinsurance. The other Pp... ra 
presidents honored were H. W. Be said te 
olph, O. J. Arnold, J. H. Nitchie 4; a. 
C. H. Beckett. f premig 
Woman Is Made Fellow Nous pos 
The American Institute had the plea a 
" < 


ure of taking into membership as 2" 
fellow the first woman member ©! © 
institute. Helen J. Williams of ! 
Lincoln National qualified by exa 


Mortality 
Useful too 
Ormulas 1 


tion as a full fellow and was elected ® soblems | 
membership at last week’s meeting mere Pape 
C. McCankie of the Equitable of | om of FE 
and A. W. Larson of the Volunt oe 
State Life were also taken in as fello ee 
George B. Pattison of the Peoria » om a bet: 
secretary for the past year, was ele Senate th 
vice-president, and Prof. Donald | pees 
Campbell, consulting actuary t a onee 
cago, was elected secretary. ?” oan 
Stookey of the Illinois Life was elec ruched 
ibers ae OUNtries, 


treasurer and the three new mempe" 
the board of governors elected © : 


John M. Laird of the Connecticut Mf py 

tual, T. A. Phillips of the ro ng the 
“ ic Ue - 

Mutual and L. A. Anderson of tt “mm Ption o 





tral Life of Iowa. E. P. Carter %' 
National, U. S. A., was appoimte: 
brarian, and J. C. Rietz of the Mid! 
Mutual was named editor. 

The presentation of formal paper" 


n Preferen 
Nee Table 
hould be 


une 21, 1923 


opened by Marcus Gunn of the Amer- — a om ~ — ar _ —— 
oe Central Life, who presented a paper eee eee Fe = a ae ——— I ee ee F meee 
cn “Unemployment Insurance.” This 
paper, which was given in last week’s 
jssue of THE NATIONAL UNDERWRITER, 
outlined the purpose of unemployment 
insurance and traced the history of its 
development in Europe and the develop- 
ment of a demand for this class of in- 
surance in the United States. Mr. Gunn 
said that it was unlikely that employ- 
ment insurance can be undertaken by a 
prvate insurance company with any de- 
gree of success, at least not until em- 
ployment bureaus or labor exchanges, 
which can safeguard the interests of the 
companies, are in existence. In the dis- 
cussion which followed his paper, it 
was generally admited by the actuaries 
that little or nothing was known of this 
class of insurance and, beginning with 
this premise, it was generally agreed 
that it would be with great difficulty 
t of thiithat its underwriting could be under- 
was teM@itaken in this country. 
can |r 
il mee 
ere waa Arthur Coburn of the Northwestern 
nce omMutual presented a paper on “Distribu- 
countrggtion of Surplus,” in which he said that 
al meetamthe attention of companies to the sub- 
iversanmiect ot dividends and distribution of 
ation emgsurplus had been directed to the pub- 
lication of the American Men Table 
of Mortality, giving the experience as 
to mortality among insured lives in the 
United States and Canada. Mr. Co- 
burn’s discussion on this subject was 
timely, as many companies have already 
changed their dividends and other com- 
panies will probably do so in the near 
future. Mr. Coburn outlined in detail 
Sheppard Homans’ system of distribu- 
tion and traced the development of that nye ; bet = 
system since it was first introduced in »- Ee. oo ——— 
this country. He said that through j - . 
competition and the work of brokers, | 
business tends towards those plans of | 
insurance and those ages where a com- 
pany is least able to maintain the exist- 
ing scale of dividends. If a company’s 
net cost is too low for any plan the 
mtendency for the company is to write an be 
undue proportion of its business on that " F Scie albu ; ‘ee . ; - 
plan. Thus it is important for a life ON TOR one Ow emin y See ~~ 
Insurance company to strive for a dis- ) Oe Vpabae att 
tribution of surplus in proportion to the 
contribution of the policyholders to the 


surplus of the company. Mr. Coburn The Illinois Merchants Bank Building 
s any > snceiiied we és 
= a Se — Jackson, La Salle, Clark and Quincy Streets, CHICAGO 
the known contributions to surplus ~ 2 : “he 
should be distributed as nearly as pos- Head jOffices of the Grizzard System of America and the Grizzard System of Chicago 
sent sible according to the fact; that the are now located on the sixth floor of this building. When the west wing, which is now in 
Oe cided system should be flexible so that it can the coursegof construction, is completed, the Illinois Merchants Bank Building will be the 
oe the be adapted to conditions as they largest office building in Chicago. This bank is the Chicago depository of the Grizzard System. 
ham iagchange; that the system should be sus- 
thles, 4 ceptible of explanation to policyholders, 
his retif nd that the system should not be la- 
veck’s Sp "0us in its application. 


This is one of a series of messages appearing cach week. 
Watch for the one to appear next week. 


Coburn’s Paper on Distribution 
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Mr. (a Elston’s Paper on Formulas 
avel @ r . ; 

e oeel A survey of mathematical formulas 
rth Ame hat have been used to express the law 


aa: Mortality was made by James S. 
ther PRP : el cae . ; 
W. Boston of the Travelers. Mr. Elston 
itchie waee'd that one of the fundamental tools 
: ‘the actuary to aid in the calculation 
1 premiums and reserves to meet va- 


. 7 
ow rious possible future contingencies is Pronounced Griz~ard 


| the plea ne Mortality table, but that a mathe- 
p as af natical expression representing the 
ber of #! mortality table would be a much more 
ns of # — tool. He said that mathematical 
y examin mulas throw a new light upon the ' 


‘lected i toblems of human mortality. Mr. El- r t 
OTD tear den’ s ce dations |e GRIZZARD SYSTEM OF GRIZZARD SYSTEM OF 
te of lo 4ty of English, German, French and y CHICAGO, Incorporated OHIO, Incorporate 


Volunte American investigations and was largely Illinois Merchants Bank Bldg., Chicago 308 Euclid Ave.. CLEVELAND 


P heo . ° . 
ac fell ““°retical and historical, but it also 
head Lieve a better perspective of the be GRIZZARD SYSTEM OF 16 E. Broad St., COLUMBUS 
was ele etween the different mortality formulas Send for free MICHIGAN, Incorporated Metropolitan Bidg., AKRON 


Donald eee nore Suggested. One of the prin- copy of Radio lst Natl. Bank Bldg., Detroit Daily News Bidg., CANTON 
‘y at (@'Pal objects of the paper was to give Address on Life 4 


B. H™ conception of the extent to which 
was cle theory has been generalized in other I Seine ag by GRIZZARD SYSTEM OF AMERICA, Incorporated 
sae OUNtries. James A. Griz- 
membet . — 
ected Moir Urges Change zard broadcasted Executive Offices, Illinois Merchant Bank Bldg. 
cticut ? y - Pf al ica. 
finned Henry Moir of the United States Life ot eer Ae CHICAGO 
of the — Strenuously in favor of general ) 
arter of @BvoPtion of the American Men Table 
pointed Preterence to the American Experi- 
he Mid! ae rable. Mr. Moir said that a statute 
ould be put on the books in every 
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The Great-West Life 


Assurance Company 


Winnipeg, Canada 


Operating throughout the entire Dominion 
of Canada, and in Michigan, on 
North Dakota and Illinois, U. S. 


Evidences of Prosperity and Progress 
FIGURES FROM THE 3lst ANNUAL REPORT, 1922 


eR OR TIED oa os bccwadntvasvanen $318,607,146 
a es i. 49,198,255 Interest 
Provision for Profits.................. 4,832,639 Rate 
as ons edad ndnee cae nny amp ee 38,803,997 for 1922 
rere ert ee: 1,000,000 

I IIE oc crees cnccivecncces 3,213,531 

NEE cc agaedduateencweshweetnee4 Onn 1,348,088 #e 1 8 % 
DOD cdbecds cecewsdaasuadseds 60,568,499 


The rate of interest used in accumulating policy- 
holders’ profits has never been less than 614% 


Capable men of foresight, ambition 
and integrity find unusual opportunity 
for success in representing The Great- 
West Life with its low rates, liberal 
policies and exceptional profits to 
policyholders. 


An Opportunity 
for Field Men 


T. M. TAYLOR, Manager for Illinois 


715 Marquette Building 140 South Dearborn Street 


Chicago 
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URING their first twelve 
months in the life insurance 
business our trained salesmen 
added during recent months have 
| produced on an average 15 per cent 
more business than those who 
| entered our organization during 
1919 before our Home Office Train- 
ing School was established. 


—This despite the fact that our 
trained group necessarily spent 
i several weeks away from their 
territory and were entering the 
business during an economic period 
in no way as favorable to the sale 
of life insurance as those banner 
months of 1919 and early 1920. 


| Sales training is one form of agency 
co-operation which we offer. 








Phoenix Mutual Life Insurance Company 


of Hartford, Conn. 


JOHN M. HOLCOMBE, President 








—— 























state enabling nonparticipating com- 
panies to use the American Men Table 
of mortality in the construction of its 
premium rates. He said that the Amer- 
ican Experience Table which is now 
used by law is not practical and it is 
not practical to use any but the Amer- 
ican Men Table. He said that such 
a change would result in some reduc- 
tion of premiums, notably at the 
younger age, which would be of advan- 
tage to the general public. 
Maclean on Interest Rates 


Alexander T. Maclean of the Massa- 
chusetts Mutual presented a valuable 
paper on “Some Considerations as to the 
Course of the Rate of Interest.” Mr. 
Maclean’s paper gave a thorough an- 
alysis of economic forces and present 
economic conditions and presented the 
conclusion that there is no apparent 
reason why interest rates should return 
to pre-war levels for some time to come. 
He expressed his belief that the rate 
would fluctuate about a new and higher 
level than formerly. He said that dur- 
ing a period of high interest rates life 
companies are in a favorable position as 
they are concerned with the nominal 
rate of interest only. The rates earned 
by the companies will not show any 
sudden fluctuation, but will move stead- 
ily upward or downward somewhat be- 
hind the investment market. Mr. Mac- 
lean pointed out in detail the relation- 
ship between interest rates and prices, 
the many factors which influenced prices 
and thus the factors affecting interest 
rates. Mr. Maclean spoke of labor and 
taxation as new elements to be consid- 
ered in a study of interest rates, al- 
though two elements which have not 
been given much consideration in past 
studies. He also referred to the high 
tariff as a prominent factor. One of the 
considerations taken up was the supply 
and demand for capital. 

In the discussion which followed Mr. 
Maclean’s paper, mention was made of 
the severe decline in the rate of interest 
securable on mortgages, this being of 
considerable interest to the companies 
which have specialized in mortgage in- 
vestments. The trend of the discussion 
was that rates of interest will remain 
above the pre-war level for a long time, 
the average mentioned being about 20 
years. One factor mentioned by sev- 
eral actuaries in the discussion was the 
demand for capital for delayed work 
and the general post-war conditions. 


Had Informal Discussions 


Informal discussions of several pre- 
announced topics took up the last ses- 
sion of the convention, the first subject 
under discussion being “Experience of 
Companies with Extension Notes or 
Similar Schemes Used to Keep Policies 
in Force.” Many of the actuaries out- 
lined the practices of their own com- 
panies in this connection, this being the 
form of the discussion, rather than a 
presentation of any suggestion as to 
what might be the proper course. The 
second subject taken up was “Taxation,” 
the particular phase under discuss’on 
being the taxability of vountary trusts 
to pay premiums. It was suggested that 
the agency forces are not being given 
sufficient advice regarding this phase of 
the new form of life insurance arrange- 
ment. It was explained by several 
actuaries that a special form of applica- 
t'on was being used by their companies, 
although even this was not a general 


practice. An interesting discussion on 
“Monthly Premiums Under Ordinary 
Insurance Policies” followed, showing 


the rapid growth of this form of pay- 
ment and the interest being taken by 
numerous companies throughout the 
country. In the discussion of “Income 
Insurance,” it was agreed that larger 
amounts are sold under this plan and 
that the persistency has been favorable 
in all cases. The other subject discus- 
sed was “Assignment of Policies to 
Agents.” 


The Penn Mutual Life, checking up on 
the time required to put through home 
office agency cases from Mav ?1 to June 
6, found that 91 percent of them took 
24 hours or less and only 9 percent 48 
hours or less. 








MEASURES DEFEATED 





MANY BILLS WATER LOGGED 





Illinois Legislature Turns Down th 
Acts That Pertained to Insurance— 
Much Solicitude Was Seen 





The measures proposed before the 
Illinois legislature, some of them conp- 
structive and highly desirable and other; 
dangerous, failed of passage when th 
legislature adjourned this week. Insuwr. 
ance men were solicitous up to the las 
moment but Monday night it becam 
apparent that nothing would go through 
Insurance men were greatly concerned 
during this session because of the Dailey 
senate investigating committee, the é- 
fort of certain interests to get through 
a state fund competitive workmen’ 
compensation law and the tendency to 
have the state take a greater hand in 
regulating the insurance business. Th 
competitive compensation fund bil 
passed the House. Senator Dailey’ 
three bills affecting fire insurance, a 
anti-discrimination rate regulation bill 
underwriters agency bill and standari 
policy bill passed the House but failed 
to get through the Senate. 

Defeat Qualifications Bill 


The agents qualifications bill that wa 
backed by the insurance department 
and the Illinois Association of Inswr- 
ance ‘Agents failed. The anti-twisting 
life insurance bill did not get through. 
The various insurance organizations 
were active at all times looking out for 
their interests. The bill placing greater 
power in the hands of the insurance de- 
partment along retaliatory lines looked 
menacing, but in the round-up failed. 
Altogether the insurance interests arej 
breathing a sigh of relief. It is appar- 
ent, however, that the insurance busi- 
ness must be more effectively organized 
than it is now because at times the sit- 
uation at Springfield was most delicate 
The insurance business will have to as- 
sert itself more forcefully. 


Defeated on Roll Call 








The Ronalds state compensation fund 
bill was defeated on roll call to adjour 
in the Senate. The insurance interests 
claimed that they had not been given 
a chance to appear at a hearing before 
the insurance committee although pron- 
ise had been made to that effect. The 
labor interests used every means to get 
their insurance legislation through. The 
labor people were especially desirous 
having the bill enlarging the scope a 
the compensation law increased so that] 
more benefits would be paid. This went 
down in defeat. 

Measures Passed 

Among the measures pertaining t0 
insurance which were passed were the 
following: S. B, 187—Permits fraternal 
societies to pay any member at 70 aly 
or all of the face value of his policy 
as the by-laws of the society may pre 
vide. Signed by -governor. 

S. B. 304—Changes general corpu* 
tion act to permit agencies or loan com- 
panies organized under Section 3 to em 
gage in insurance, loan or real estate 
brokerage business. Awaiting sigm@ 
ture. 

H. B. 89—Amends workmen's com 
pensation act to exempt Chicago city 
firemen and effective as soon as signe 

H. B. 228—Amends occupational | dis- 
ease act so that the contracting of # 
occupational disease shall be compe 
sated for by employers in the sam 
manner as an accidental injury undef 
the workmen’s compensation act. Await 
ing signature. 

H. B. nip eee persons operat 
ing motor vehicle passenger carriers ™ 
a city over 100,000 to file a bond or it- 
surance policy in the sum of $2,500 fo 
each vehicle operating, with the sec™ 
tarv of state. \ 

House Bill 195 was passed bv bot 
houses, the only bill to finally & 
(CONTINUED ON NEXT PAGE) 
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COMPANY DOING WELL 


NEW PEOPLE ARE AT HELM 





Capitol Savings Life Under Present 
Management Will Become a Stronger 
Factor in the Business 





Miss T. D. Black, formerly connected 
with the Ohio insurance department, has 
been elected secretary of the Capitol 
Savings Life of Columbus, O. J. W. 
Knipling, formerly connected with the 
Columbia Life of Cincinnati, has been 
appointed superintendent of agents and 
will at once commence building up the 
company’s organization. President 
Joseph Romer, interrogated about the 
company’s prospects, said: 

“The Capitol Savings has $32,000 net 
surplus and about $1,000,000 of insur- 
ance in force and has a solid founda- 
tion on which to build. Despite rumors 
to the contrary, the company suffered 
no financial loss by reason of the recent 
management although the hurried de- 
parture of the late general manager 
gave currency to such stories. Suffice it 
to say that we are again commencing 
business and with a clean sheet. We 
expect to grow in real importance.” 

General Manager J. B. Wolf, who is 
said to have left town within three 
hours after an interview with his at- 
torney, was formerly connected with a 
western company in central Ohio. He 
is stated to have transacted a fine busi- 
ness for it. His contract with the Capi- 
tol Savings provided for a salary of 
$5,000 a year and a handsome overhead 
commission on all business written. 
Stock control of this company is held 
by Joseph Romer and W. M. Mumm of 
the Mumm-Romer Company of Colum- 
bus, O., a leading advertising agency. 
They seem to have had, despite warn- 
ings, an implicit trust in Mr. Wolf and 
to have given him almost uncontrolled 
authority. When the show down came, 
quick action was necessary to save 
things and the Ohio insurance depart- 
ment took a hand. Mr. Wolf is stated 
now to be in Philadelphia. 


Milwaukee Agency Wins Contest 


More than $3,000,000 of paid-for in- 
surance was written by the E. L. Carson 
general agency of Equitable Life in its 
May contest with the Oakland, Cal., 
agency of the company, giving the Mil- 
waukee men the victory by a margin of 
almost $1,000,000. The May record is 
by far the largest amount of paid-for 
business ever written by the Carson 
agency in one month, and as far as is 
known is the largest amount ever writ- 
ten by any Milwaukee general agency 
mone month. Among the top-notchers 
tor “Kit” Carson’s agency were J. 
Dahle, with more than $550,000; H. H. 
Gutenkunst with almost $450,000; and 
W. R. Nielson, W. H. Schmitz and R. F. 
Altenhofen with paid-for business in 
excess of $100,000. 


Life Man Found Dead 


_ The body of Rufus A. Brown, agent 
tor the Guarantee Fund Life at Omaha, 
who was missing for over a week, was 
tound at the bottom of a ravine last 
week. It is not known how Mr. Brown 
met his death. He was one of the star 
producers for the Guarantee Fund, being 
§iven special mention in a recent issue 
of the company’s bulletin as a “million 
dollar producer.” 











(CONT'D FROM PRECEDING PAGE) 

through the legislature, and it is now 
before the governor for his signature. 
This bill granted the powers and duties 
of the superintendent of insurance to 
the director of trade and commerce and 
Provided that the later might refuse to 
‘cense companies for specified reasons. 
Another provision was that charter 
could be refused to companies whose 


names were confusingly similar to those 
now in use. 














Selling "Em 
And Keeping ’Em Sold 


That the sale does not end until the last possible 
measure of service has been extended to the policy- 
holder or his beneficiary is the opinion of The Lincoln 
National Life Insurance Company. 


Every occasion for giving its clientele a bit more 
service than was contracted for is eagerly taken by 


The Lincoln National Life. 


A special issue of the Railsplitter, the diminutive 
magazine which accompanies Lincoln National Life 
premium notices, has gone out to all the policyholders 
of the Company announcing a visit by a Lincoln 
National Life representative during June. 


In this “Policyholders’ Month” all attention cen- 
ters in a good will campaign in which the needs of its 
insured friends are of first importance. 


Lincoln National Life agents are kept sold on 
the value of service by the co-operation they con- 
stantly receive from the Home Office and they eagerly 
pass its benefits along to all who 





The 


Lincoln National Life 
Insurance Company 


‘Its Name Indicates Its Character”’ 


Lincoln Life Building Fort Wayne, Ind. 





Now More Than $260,000,000 In Force 
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SALESMEN 


What amount of business can you write? 
What commission are you worth ? 















































I will pay the highest commissions obtainable in the Ordinary 
Life field to high grade experienced men and women. 


The peak of your percentage is limited only by your capacity to 


get business. 
M. J. HIGGINS 
General Agent 


PEOPLES LIFE INSURANCE COMPANY 


PEOPLES LIFE BUILDING, RANDOLPH & WELLS 


CHICAGO 





HELPING THE MAN 
WITH THE RATE BOOK 


Lreaps—real, live, business-getting leads on the right kind of pros- 
pects—are supplied to Guardian Agents and help them save time 
and increase their production. 


This is only a part of The Guardian’s broad program of Agency 
cooperation. If you want to know the whole story of what this 
Company is doing for its field men, address: 


T. Louis Hansen, Vice-President, or Georce L. Hunt, Superintendent of Agencies 


The Guardian 
Life Insurance Company 


OF AMERICA 
Established 1860 under the Laws of the State of New York 
Home Office: 50 Union Square, New York 











The Columbian National Life 


Insurance Company 
ARTHUR E. CHILDS, President BOSTON, MASSACHUSETTS 











Columbian National Agents are in a position 
to offer the best forms of 


LIFE, ACCIDENT and 
HEALTH INSURANCE 


Policies backed by one of the strongest com- 
panies in the country, having ample capital, 
surplus and highest standard of reserves. 

















CONTINUED LOWERING 
IN NET COSTS SEEN 


Prospects for Further Normal In- 
crease in Dividend Schedules 
Considered Good 


INTEREST REMAINS HIGH 


Mortality Experience Also Good, but 
Must Be Considered in Connection 
With Acquisition Cost 


NEW YORK, June 19.—The pros- 
pects for continued normal increase in 
dividend schedules on the part of par- 
ticipating life insurance companies is 
good, according to life insurance offi- 
cials in this city. Nothing startling is 
predicted in the way of dividend in- 
creases, but in view of mortality and 
interest rates—the determining factors— 
it seems fairly safe to predict a contin- 
ued lowering of the net cost of insurance. 

These prospects are, of course, de- 
pendent on the continuation of favorable 
interest rates and mortality rates. The 
interest rate .earned is substantially 
above the reserve rates. In many in- 
stances insurance companies today are 
allowing interest rates on funds left in 
trust under settlement of policies, 50 
percent in excess of the statutory rate. 
It is not uncommon for companies to 
allow interest at 4% percent on such 
funds and in some instances even more 
where the reserve rate is 3 percent. Nat- 
urally this great interest increment will 
continue to make itself felt and increas- 
ingly so if the interest rate on securities 
purchased by life insurance companies 
holds up. 

The action of the government in re- 
placing the recent Liberty loans by ob- 
ligations at the same interest rate indi- 
cates that there is no immediate pros- 
pect for reduction in interest rate on 
even the soundest securities. It is to be 
remembered that life insurance compa- 
nies are expanding into farm loans and 
into the private dwelling mortgage field, 
where interest rates are and promise to 
continue to be high for many years to 
come. Five percent net is usually ob- 
tainable in this field and many of the 
loans are at higher net rates, particu- 
larly the dwelling loans. The companies 
have also fixed 6 percent as a rate for 
interest on policy loans and it is to be 
remembered that about one-sixth of the 
entire assets of life insurance companies 
are in policy loans today. This may be 
debated as a desirable situation, but 
from an interest-earning standpoint the 
policy loan obtained without expense 
and absolutely secured is an important 
dividend-earning factor. 


Mortality and Expense 


With reference to prospects of larger 
dividends through reducing death rates, 
an unusual situation appears. A study 
of the loss and gain exihibits would in- 
dicate that the actual mortality is only 
about one-half the expected mortality. 
This has raised a question, with many 
insurance thinkers, of the unfitness of 
the present tables of mortality as guides 
in fixing insurance rates. It is generally 
conceded by actuaries that the new 
American Men table is both a lower 
and a better mortality standard than 
the American Experience mortality ta- 
ble, but on the whole the mortality rate 
is not materially lower than the mortal- 
ity percentages produced by the Ameri- 
can Experience table. 

The joker in the situation is that 
many who read the ratio of expected to 
actual mortality fail to take into account 
the influence of the disproportionately 
large volume of new business contained 
in the company’s figures. As is well 
known, the mortality the first year on 





IN FROM FOUR STATES 


PAN-AMERICAN AGENTS’ RALLY 





Two-Day Conference Held in Chicago 
Between Mid-West Agency Force 
and Home Office Men 





Over 100 Pan-American Life agents 
from Illinois, Indiana, Missouri and 
Kentucky gathered in Chicago last week 
for the annual convention of the Mid- 
West division, a two-day session being 
held at the Hotel La Salle. President 
C. H. Ellis from the home office at New 
Orleans was present and presided at 
the opening session. The others present 
from the home office were E. G. Sim- 
mons, vice-president and general man- 
ager; Eugene J. McGivney, vice-presi- 
dent and general counsel; Dr. Marion 
Souchon, vice-president and medical 
director, and C. D. Corey, superintend- 
ent of agents. 

Mr. Corey was in charge of the sec- 
ond day’s session and conducted a rapid 
fire discussion of various problems met 
in the field. He called on practically 
all of the agents present for a two- 
minute talk and many valuable selling 
suggestions were brought out by those 
who spoke on their own field experi- 
ences. Considerable comment was 
made on the younger agents, many of 
the new men with the Pan-American 
being young men. Mr. Corey opened 
his meeting with a detailed analysis of 
a definite program of work ‘stressing 
the importance of this feature of life 
underwriting. 

T. W. Blackburn, secretary and gen- 
eral counsel of the American Life Con- 
vention, was present and gave a short 
selling talk to the agents. Mr. Black- 
burn was also present at the banquet 
on the evening of the first convention 
day. Good fellowship and close asso- 
ciation between the home office execu- 
tives and the field men was apparent 
throughout the two-day session. The 
reports of the home office men indicate 
that the growth of the company prom- 
ises to even exceed expectation. The 
volume is doubling itself rapidly and 
the company, which this year passed 
the $100,000,000 mark of insurance in 
force, expects to reach the $200,000,000 
in force by 1925. 








newly examined lives is slight and con- 
tinues to be subnormal over the first 
five years in a decreasing degree. These 
mortality gains are discounted to an ex- 
tent by the acquisition expenses. There- 
fore, the company writing a dispropor- 
tionate volume of new business will 
show in its mortality figures a lower 
loss ratio, but by the same token will 
show in its expense figures a dispropor- 
tionate increase in expenses due to large 
initial expenses. , 

It is impossible to consider one 0! 
these items with reference to dividends 
without taking into account the other, 
but after a few years the large acquist 
tion expenses are fully justified by the 
earnings and this in turn makes for 
lower overhead and, therefore, higher 
dividends. The policy of the life insur 
ance companies to actually stand the 
strain of paying out of their current 
funds for the huge volume of new bus!- 
ness which was obtained over the last 
four or five years naturally leaves these 
companies with corresponding large hid- 
den assets on their books in the sens¢ 
of future profit-earning business. 


A life insurance officer in enumerating | 


these factors reached a conclusion thas 
the situation with reference to lower net 
cost in life insurance was good but that 
it would be a mistake to conclude that 
such decreases in the net cost are to be 
immediately obtained rather than by the 
slower and sounder processes 0! gradual 
decreases, justified by the facts in a W4! 
that will leave little to prophecy 4" 
much to surplus in the way of guaral- 
ties of the continuance of such lower 
cost. 
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MONTHLY PAYMENT OF 
PREMIUMS DISCUSSED 


Subject Was Taken Up at Actu- 
aries Meeting in 
Chicago 


MEETS WITH APPROVAL 


Only Small Amount of Criticism Vo‘ced 
On Plan Which Is Now 
Used Extensively 


That the tendency to extend the privi- 
lege of monthly payment of premiums 
to ordinary policyholders has grown 
rapidly during past months and prom- 
ises to grow even more rapidly in the 
future was indicated in the discussion 
of this subject at the annual meeting of 
the American Institute of Actuaries in 
Chicago last week. “Monthly premiums 
under ordinary insurance policies” was 
the subject of the discussion and the 
practices of several companies were out- 
lined by their actuaries, many con- 
structive suggestions being given as to 
the proper handling of this class of busi- 
ness. The discussion of the subject was 
somewhat handicapped, as it did not 
come before the meeting until the close 
of the second day’s session and severa! 
of the actuaries had been forced to leave 
the city, but those who were present 
entered into it with much interest and in 
most cases approved of this method of 
handling some of the ordinary business. 


Homans Not in Favor 


The discussion was opened by I. 
Smith Homans of the Commonwealth 
Life of Louisville, Ky., who said that 
theoretically the monthly premiums 
should be very attractive, though in 
practice he did not believe they could 
be satisfactorily worked. Mr. Homans 
said that it is true that monthly pre- 
miums can be fitted into the monthly 
income, which is the basis of remunera- 
tion of the great majority of people, but 
that there are many handicaps in the 
operation of such a system. He said 
that as far as the policyholder is con- 
cerned there is considerable opposition 
to the idea of tying up to a regular 
monthly plan for an indefinite period. It 
also tends to give the policyholder an 
idea that he is entering into the indus- 
trial field and in many cases this is re- 
pulsive to the prospect. Mr. Homans 
said that another factor is the inability 
of the companies to pay adequate com- 
Missions on small amounts, such as $1 
or $2 a month. He further said that 
monthly premium business would com- 
pete with the regular business and yet 
give the company a large volume of 
business that might be difficult to handle. 

he margin would not be enough to 
cover the lean years. The selection 
would not be as good as there would be 
higher mortality, as a brief examination 
would be necessary. Mr. Homans con- 
cluded that in his mind the plan is not 
Practicable. 


Speaks With Approval 


C. F. Stein of the Baltimore Assur- 
ance took exception to Mr. Homans’ 
remarks and claimed that the monthly 
Payment plan on ordinary bus‘nescs was 
Practicable and desirable. He said that 
the public wants and needs this form of 
Premium payment and that the adontion 
of this plan by several of the companies 
‘Ss im response to a demand of long stand- 
ing. Mr. Stein said that this onens up 
new fields of business and that there 
'S a tremendous amount of rew life in- 
surance business that can he secured 
throneh this plan. thonech otherwise it 
would not be such. He cited several 

















examples of cases encountered in his 
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Like A Masquerader 
OHIO 


The tremendous resources and varied production of this great State have been more 
or less submerged, because of its pivotal position in politics, and its record for turning 
out Presidents. 


More than 23,000,000 acres of farm land, worth more than $3,000,000,000.00, 
produces annually crops worth more than $600,000,000.00. There are more than 
16,000 manufacturing establishments in the State of Ohio, employing nearly |,000,000 
people, and more than $4,000,000,000.00 in capital. 


THE INDUSTRIAL PAYROLL ALONE IS NEARLY $1,500,000,000 ANNUALLY, 


The manufactured products in the State of Ohio each year approximate $5,000,- 
000,000.00. 


Iron and steel, automobiles, automobile accessories, electrical machinery, railroad 
cars, boots and shoes, ship building, food preparations, steam engines, structural iron 
work, foundry and machine shop products, bread and other bakery products; in fact 
everything from condensed milk to traction engines is included in the diversified industries 
of this State, an agricultural and manufacturing empire of itself. 


The population of the State approximates 6,000,000. Akron, Columbus, Dayton. 


Youngstown, Toledo, Springfield, Canton, Lima and Lorraine should be headquarters 
of $1,000,000.00 District Agencies. Cincinnati and Cleveland, both great, big industrial 
centers, are good for $2,000,000.00 or more. 


HERE IS A BIG LIFE INSURANCE OPPORTUNITY FOR A BIG 
LIFE INSURANCE MAN. We want one to build a great organization in this great 
State—Are you that man? Write and tell us why you think so, and if we can get 
together, here is a job which will pay you well—AND BIG ENOUGH IN ITS 
POSSIBILITIES TO HOLD YOUR INTEREST FOR THE BALANCE 
OF YOUR BUSINESS LIFE. 


Address Robert D. Lay, Vice President and Secretary, or Walter E. Webb, 
Superintendent of Agents, 29 S. La Salle Street, Chicago, IIlinois. 


NATIONAL LIFE INSURANCE COMPANY 
OF THE UNITED STATES OF AMERICA 


ALBERT M. JOHNSON, President 
Established 1868 
MORE THAN $150,000,000.00 IN FORCE 
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Mutual Life 1923 Dividends 


The Mutual Life Insurance Company of New York was the first American legal 
reserve life insurance company to pay cash dividends. For more than seventy-five years 
it has consistently made dividend returns to policyholders, and, except for an occasional 
slight decrease in schedule, has maintained an upward trend in its returns. 


In 1922 the Company paid in dividends to policyholders $30,046,105. 


Its dividend scale for 1923 was increased from 7 to 10% (according to plan and age), 
and it has set aside for 1923 dividends to policyholders $32,832,839, equalling about 4% 
of the amount of 1922 premium receipts. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 


























New England Mutual Life Insurance Co. 
87 Milk St., Boston 
December 31st, 1922 
$127,966,787.69 
121,028,068.67 
6,938,719.02 
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The Dividend of $4,400,000, set aside to be paid in 1923, 
is carried as a liability and is not included 
in the Company’s Surplus 

















Our Agents Have 
A Wider Field— 


An Increased Opportunity 


Because we have 


Age Limits from 2 to 60. 

Policies for substantial amounts (up to $3,000) for Children on vaslewy of 
Life and Endowment plans, thus enabling parents to buy all of the Fam- 
ily’s insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly 
premium plan. 

Participating and Non-Participating Policies. 

Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Disability features for Males 
and Females alike. 

Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of. CHICAGO, ILL. 














Northwestern National Life Insurance Company 


MINNEAPOLIS, MINNESOTA 


Mutual, with unexcelled dividend factors. 


Mortality, 1922, 42% 
Interest earned upon mean invested assets 6.15% 
Assets of $109 to each $100 of liabilities. 


Business in force, Dec. 31, 1917, $54,193,000 
Business in force, Dec. 31, 1922, $152,530,000 


Excellent direct general agency contracts available for Missouri 
Kansas, Southern Ohio and Virginia 








own company, a notable one being the 
first policy written on the monthly plan. 
This was an application for $35,000 
from a man who would not take any of 
the ordinary life on the usual basis, but 
immediately upon announcement of the 
monthly payment of premiums, he ap- 
plied for $35,000. 
Believes It Profitable 


Mr. Stein said that there is consider- 
able expense involved, especially in the 
opening years of the operation of the 
plan, but that with proper charges and 
handling it should prove a profitable 
business. In outlining the plan of his 
company he said that its business is 
operated on a different commission basis 
than ordinary life, as this is necessary 
under the plan. There is no commis- 
sion for the first two months, but after 
that commission is paid at a rate of 50 
percent for the first year, 30 percent for 
the second and 20 percent for the third, 
there being no commission after the end 
of the third vear. The business is non- 
medical, but Mr. Stein cited the experi- 
ence of the Canadian companies in this 
matter, claiming that the non-medical 
business has thus far proven more de- 
sirable than medical business, although 
he admitted that the experience does 
not cover an extensive period. 

Cites Excellent Qualities 


D,. F. Draper of the National Life of 
Des Moines said that this is a good class 
of business, it has an excellent per- 
sistency and beneficial results will be 
obtained, if it is well written. He 
warned that great caution must be taken 
in writing this business, but if a well- 
developed plan is put into operation, it 
should be carried out to the satisfac- 
tion of all concerned. Mr. Draper said 
that a large quantity is needed in order 
that a debit, as it is termed in the indus- 
trial business, may be covered at a 
profit. He pointed out, however, that 
there is another type of monthly pre- 
mium business which has been worked 
out to an advantage in many cases. 
This is the type of self-payment insur- 
ance, premiums being paid either by 
mail or through some depository, such 
as a bank or drug store. He said that 
the drug store makes an excellent de- 
pository for the monthly premiums, 
provided care is used in the selection 
of the store. 

Metropolitan’s Plan 


The plan of the Metropolitan, which 
undertook this business only two months 
ago, was outlined by Mr. Smith, who 
spoke for J. D. Craig, who was called 
cut of town during the day. He said 
that the Metropolitan pays the same 
rate of commission as on the ordinary 
business, but pointed out that Metro- 
politan agents are in a position to handle 
the business more advantageously than 
the average life underwriter, due to its 
large volume of industrial business. He 
also said that one reason why the Metro- 
politan believes this plan will prove no 
more expense and possibly less expen- 
sive than the ordinary life is that no 
monthly premium will be written less 
than $10 a month. This represents an 
average of $4,000 life insurance, which 
is a good-sized average policy, and as 
this is the minimum to be written under 
the plan, it insures a large volume of 
big policies. He said that practicallly 
the only extra expense would be 12 pre- 
mium receipts instead of two and, with 
the slight loading over the quarterly 
premium which is now used, should be 
cared for. 


Minnesota Mutual’s Sales Course 


A two weeks’ course in life insurance 
salesmanship, beginning June 21 and 
concluding July 3, will be conducted by 
the Minnesota Mutual Life at its home 
office. Well known and successful life 
insurance men and instructors from 
Carnegie Tech will be members of the 
faculty. Fundamental facts in regard 
to life insurance will be taken out at 
the beginning of the course and there 
will be several open forum sessions for 
questions from students. The latter 
part of the course will be devoted to 
sales methods. 


BIG AID TO BUSINESS 





CORPORATION POLICIES HELP 





Omaha Cases Show How They Boost 
Financial Standing of Concern 
Taking the Insurance 





OMAHA, NEB., June 19.—Recent 
cases in Omaha involving business and 
corporation insurance, which have been 
given much publicity, have demon- 
strated conclusively that the taking out 
of insurance on the lives of the essen- 
tial individuals in corporation organiza- 
tions may prove the salvation of the 


business and again may be a most 
profitable investment where it is not 
necessarily an insurance against in- 
solvency. 


The $50,000 policy on its president, 
Adolph R. Wiens, saved the Wiens 
Omaha Brush Company from_bank- 
ruptcy a little over a year ago. On the 
other hand the $1,000,000 carried on 
Arthur Crittenden Smith, chairman of 
the board of directors of M. E. Smith 
& Co., wholesale dry goods, has been 
used to retire two-thirds of an issue of 
$1,500,000 serial bonds maturing over a 
period of ten years. While the com- 
pany had carried a million each on Mr. 
Smith and Ward Burgess, its president, 
for several years, the assignment of the 
policies was made a condition by which 
the bond issue, put over a little over a 
year ago, was more readily sold. 


Strengthened Company’s Position 


The M. E. Smith Company has been 
growing rapidly for some years and in 
1921 with several millions invested had 
extended itself to an extent that while 
unquestionably solvent, its need for ad- 
ditional working capital was pressing. 
New capital was secured by bringing in 
new interests and this bond issue. Mr. 
Smith carried a personal line of $744,000 
payable to his wife. He was in the 
prime of life and regarded as a good 
physical risk but the unexpected hap- 
pened in April, when he died from an 
attack of pneumonia. Upon publication 
of the fact that he carried insurance pay- 
able to the company by his death both 
the stock and bond quotations of the 
company rose. 

This experience has made a strong 
impression on local trust companies and 
it is almost a condition now of the nego- 
tiating of a bond issue on mercantile 
and manufacturing companies that the 
issues be protected by the assignment o! 
policies in ample amounts, covering the 
individuals who are responsible for and 
on whom the success of the business 
depends. 

Definite Understanding Needed 


Harry O. Steel, general agent at 
Omaha for the Union Central Life, who 
placed the line and who handled the as- 
signments to the trustee for the bon 
issue, points out that it is necessary 10f 
the agent who undertakes the writing 0! 
such a line to prepare the way for the 
transaction by securing a definite under- 
standing in advance from the various 
companies to participate, regarding the 
requirements they will make. The local 
representatives are rarely posted as to 
what is necessary to put the business 
through smoothly and quickly. 

A line has just been placed on the 
two principal officers of the Orchard- 
Wilhelm Company, wholesale and retail 
furniture manufacturers and dealers, a” 
this insurance is being used as collateral 
to a bond issue. It represents $100,000 
each on C. M. Wilhelm and E. W. 
Dixon. 

As a bulwark to the credit and as a” 
offset against the business loss t at 
the death of a prime personal factor ™ 
the corporation would bring, many i 
ing Omaha companies carry large Pp? 7 
cies. Probably the largest is a line ol 
$1.590.000 on General Manager Gorge 
Brandies in favor of J. L. Brandies Sons- 
M. C. Peters of the M. C. Peters Mill 





(CONTINUED ON NEXT PAGE) 
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THREE UNITS PLANNED 





RESERVE LOAN NEW BUILDING 





Indianapolis Company Plans $500,000 
Structure on Lots Adjoining 
Present Home Office 





Announcement was made this week 
by President Chalmers Brown of the 
Reserve Loan Life of Indianapolis that 
the lot to the north of its home office 
at 429 North Pennsylvania street had 
been purchased by the company and 
that a new $500,000 home office building 
will be built to occupy the two lots 
which together have a frontage of 135 
feet and a depth of 195 feet. 

The proposed building, which will be 
patterned in some respects after the In- 
dianapolis public lirary, regarded as 
one of the finest libraries architecturally 
in the country, will be built in three 
units, the first to be erected on the 
newly purchased lot, which is now occu- 
pied by an old dwelling. When this unit 
is completed the home offices will oc- 
cupy it while the two other units are 
being built. The location is one of the 
choicest in the city, being opposite the 
area that will be occupied by the $10,- 
000,000 War Memorial Plaza which is 
now being developed in the center of 
the city and which will occupy seven 
city blocks. 

The Reserve Loan Life was organized 
as a mutual company in 1897 and re- 
organized on a stock basis in 1910. The 
oficial family of the company has re- 
mained the same throughout its history. 
Mr. Brown is president; W. R. Zulich, 
vice-president and treasurer; G. L. 
Stayman, secretary and actuary, and 
Guilford A. Deitch, general counsel and 
manager of the agency department. The 
company now has 30,000 policyholders 
with $50,000,000 of insurance in force. 
It had been expected that the present 
home office quarters would answer for 
some years to come but the growth of 
business and increased clerical force has 
produced a crowded condition that 
makes necessary the proposed expansion. 


ing Company and Heber Hord of the 
Hord Elevator & Grain Company are 
heavily insured for the benefit of their 
corporations. 

Kansas City Case Shows Need 


Press dispatches the past week carried 
an item of the appointment of a re- 
ceiver for the Moore-Lawless Company 
of Kansas City, a grain concern, as a 
means of forestalling hysterical action 
by creditors following the death of Guy 
A. Moore, vice-president, who was found 
dead on the railroad tracks there under 
mysterious circumstances. Here was a 
concern with alleged assets of over 
*500,000 and liabilities of over $700,000, 
a going concern and regarded as abso- 
lutely solvent. The same condition ex- 
ists in practically all large businesses 
today and yet the death of one of the 
men on whom rests the success of the 
business and the security of creditors, 
'0 say nothing of the security of the 
lavested capital, throws the whole 
inancial structure into the danger of 
liquidation and probable loss. 
his is of a condition that many large 
itutions are in danger of being con- 
‘ronted with. The field is ripe for life 
men of ability to meet it and the men 
. whom the responsibility of the trust 

ty hold are open to a presentation of 


inst 


© how ae > ~ 
Ow they may safeguard their com- 


Pamies’ future. 


Nothstine Leaves Bankers Life 


. E. W. Nothstine has severed his con- 
ction with the Bankers Life of Des 
pe! as general sales manager, to 
Valy a the affairs of the Nothstine 
he weess Engine Company, of which 
bod a sident. Mr. Nothstine has been 
— ated with the Bankers Life since 








The Close of the Day’s Work 


HEN you begin to figure up yourearn- All this and more we constantly strive to 
ings and recall the several reasons for give our agents. This coupled with good 
failures during the past year, you then more policy contracts and liberal commissions, is 
than any other time keenly realize the im-’ an incentive which should interest any am- 
portance of a helpful constructive home _bitious agent who wishes to make the most 
office service that trains you to overcome of his salesmanship efforts. 


such failures. 


One of the vital elements which makes your . . ; 

day profitable is a harmonious working 

arrangement with home office officials and We would like to hear from several 
a direct co-operative spirit generously given. good men for important field positions 


Inter-Southern Life Insurance Company 
JAMES R. DUFFIN, President LOUISVILLE, KENTUCKY 
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CENTRAL 
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INDIANAPOLIS, IND. 
Established 1899 


HERBERT M. WOOLLEN 


PRESIDENT 
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Wuy do some life insurance men pro- at least, with big business and professional Mr. Russell will soon go to California 
duce a $1,000,000 a year or $500,000 a year, men. According to Mr. Baker they read to embark in the mortgage loan busi- 
some $100,000 a year, some $50,000 a year? the same literature, play the same games, Free “ = probably locate in 
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a record. He has accomplished something program to meet them. production for a month, set in April, | graph order from the $100,000 Club in a 

2 , ‘S 2 with $140,000, but several of the com-| Milwaukee. Mr. Bus aia not 
and has reached a certain point. His If an agent is unable to study the |pany’s sharpshooters are threatening to oe a ve _— was presented pd 
pride would not allow him to sacrifice financial conditions and wants of the larger | put McReynolds’ mark into the discard. | ta] am. ne Saree ee ee ae See tion 
the position he had obtained. Therefore men of his community he will not be able, In the past month the Standard Life _- Col 
he worked in such a way as to reach his of course, to lay out an insurance pro- hay odio d pate Ae Bi aay Rye The many friends of Robert F. Moore, - 
goal or to maintain his Position. gram. has averaged $1,000,000 each. In May secretary of the Southern States Life of ple 

Others claim that everlasting work has Fortunate is the man who knows his |11 of the first 12 leaders in personal oy np Ga., mourn with him in the los P 
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that can be held accountable for unusual agent who sells the small applications is = state manager for the Central _—— oe — ager 
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a s . dletsics qawene a 3 Judge H. W. Johnson, president o! the | 

Vice-President D. M. Baker of the doing a magnificent act. To sell 100 men |] jong pores ae ay wee the Central Life of Ottawa, IIl., sold his polit 
Paciric Mutua Lire makes an inter- men each $1,000 of insurance is worth | J. A. Holmes of Appleton. Mr. Larson handsome home in that city the other Rich 
esting observation in this direction. He far more to humanity than the one who ]|is widely known in the Wisconsin in- day = prior to his removal to Chr obje 
has been making a survey of the business sells $100,000 to one man. However, every | SUrance profession and is active in com- oe ee oe Se ee re beg — 

: a : $ ; . : : " e a year the] 
of the Paciric Mutua and endeavoring producer desires to extend his field and a Sotterenent wert in Madison. management of the Central Life ex] — 
to find why some producers are not able become a greater builder of business. He Members of the International Life’s | P&StS t° be housed in the new home C. 
seemingly to get into the higher class. Mr. can learn something from these big pro- | field forces were grieved to learn that office building of the company in Chi eral 
BAKER says that he finds that the large ducers, cultivate his mind, improve his |G. E. Perdew of Kansas lost his wife sn amen ae ae 7 he aa Jack 
producers do not write many more applica- manner, extend his outlook, so that he in an automobile accident near Enid, ilies Sa en Be 
’ ° ’ Okla., recentl Mr. Perdew creased business. Unde 
tions than the small ones. Mr, BaKer can be in a position to be on more intimate | panied by hin’ wife. ‘son al pene ge 40 of 
believes that the large producers have a terms with big men of his community. | friends, was driving in the vicinity of President C. W. Brandon of the Co lishe 
different mental attitude toward the busi- By breathing the same atmosphere he Enid to look at some oil wells. Their lumbus Mutual Life is in Chicago this men 
ness than the smaller ones. He contends learns of their burden ir machine was traveling at a moderate | Week conferring with his agency = ate 

urdens, their hopes and pace, but on a ted ith | and interviewing new men who desitt 

, a < ‘ , n unexpected curve wi rie 
that they have a larger vision, they un their fears. When he can present a pro-|<ome bad ruts the machine turned over. | to go with the company. — 
derstand men of large affairs, their obliga- gram that will appeal to them, he is in a] Mrs. Perdew was almost instantly _ ™ 
tions and their needs. He finds that they position to increase his production ma- |killed and the others were seriously in-| Governor J. A. O. Preus of Minne: a thi 
live, associate and play, to some degree terially. jured. a well known insurance man - sketc 
—_ ormer insurance commissioner of that in a 
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Overcomi Frederic H. Garrigues, mathematician | state, was nominated this week on th @ “Me. 
ng Mental Hazards of the Penn Mutual Life, is credited Republican primary ticket for the United munit 

In the so-called “sporty” golf courses In a recent article in “Sales Manage- | with originating the slogan, “Life in- States Senate. The election will be held tribut 
there are usually some drives to be made ment,” E. J. GALLMEYER, one of the suc- ener a my ‘If’ out of ‘Life.’” | July 15, when a successor will be choses a. tril 
over a stream or a pond. If these so-called cessful sales leaders of the country, makes }~ mre bm. Hd pe i gl ae oe Wis te Senter Reus Dosen irs 
hazards were not present _the average this comprehensive statement: tual at Los Angeles, amplifies this by Emma Jane Swank of Portland, Ore. deep. 
golfer would have no trouble in making his “I can make a success of any salesman, | making the first letter in “Life” stand | started her career in life insurance sales. 
distance. These loom up, however, as whom I can select and train, provided it ew and Fg! letter stand vr May 10, 1923, as a as 
mental hazards. They look i . is withi i 1, |for Endowment.” “Life is 50 percent | the F Emery agency for the Bam 

y ¢ formidable. is within my power to destroy this man’s | Tf” he tells his prospect. “When you | Life of Iowa. Before the end of th The 

The difficulty rests chiefly in his mind. ability to think negatively.” take the ‘If’? out of your Life, you see | month she had closed $37,500 of new UP a | 
These mental hazards, however, are highly In other words, the mental hazards of | what you have: a Legacy at your death examined business and had won th) a 
important to consider and means should be the salesman must be reckoned with. If |Or an Endowment in your old age.” leadership of the agency for that a Cty 
taken to inspire such confidence that they a salesman can overcome th i - rs : “ae Mrs. Swank has had several years ici 
Lass alt Waa hain y Pe 4 vercome them his suc Vice-President Frank Bushnell of the | successful selling experience on the solicit 
. S 1s assured, Aetna Life was honored at a luncheon | cific Coast, but is new to life 4} Us te 

e last week at Hartford in compliment salesmanship and her record is a matte their 

The Power of Personality and con ey of his 25 years’ service | of pride to other members of the Bank a: 

THE magic factor that we call person- sation, in his voice, his manner, his car- AB ere po a Boa ME sang er - oes Se gee Ss Sone. being 
ality is that which differentiates a man riage. It is the divine spark, the magic | of the company attended the luncheon, The Des Moines “Capital” recently _ 
from everyone else. It is comprehen- wand that opens the way, the charm that |at which Mr. Bushnell was guest of | published a list of 100 Des Moines ae York 
sive. Personality is a most mysterious gets an audience, the influence that makes anes oe ee B. Brainard | carrying $50,000 or more of — oa does r 

‘ 4 . ‘ reside a ‘ y i an! lle 
thing and yet is most important. It is re- a sale and that makes an agent a salesman oes j ene tne, Be oK 7 ion and together with, the list 20 Desi 80ing 
vealed in one’s appearance, in his conver- rather than a mere solicitor. Vice-President and Treasurer M. G. | Moines agency manager for the Bankers States 
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Life of Iowa, whose name was at the 
top of the list as carrying more life in- 
surance than any other man in Des 
Moines. Mr. Rosenbaum’s total of life 
insurance carried is $250,000. Ejighty- 
seven of the 100 men in the published 
list are policyholders in the Bankers 
Life. et 

The fourth annual outing of the L. A. 
Cerf agency of New York City was 
held at Bear Mountain, N. Y., June 14, 
with 250 people in attendance. Dinner 
was served at the Bear Mountain Inn, 
the trip up the river being taken on the 
Hudson river day line. The big feature 
of the day was, as usual, the ball game 
between the central office and the down- 
town office. The downtown team has 
won three out of four games, it having 
lost last year. The game developed 
into a pitching battle, each pitcher se- 
curing 14 strikeouts. Frank W. Pen- 
nell pitched for the downtown team, 
and Correll for the uptown team. 


Miss Katherine Newton, well known 
Detroit insurance writer and superin- 
tendent of the women’s department of 
the H. Wibirt Spence agency of the 
Mutual Life of New York at Detroit, 
has been elected to the vice-presidency 
of national organization of Zonta Clubs, 
at their annual convention held recently 
at Elmira, N. Y. Miss Newton is active 
in the local Detroit Zonta Club. 

Superintendent of Agencies J. W. 
Hawkins of the Midland Mutual Life of 
Columbus, O., was taken seriously ill 
some week ago in Pittsburgh and was 
not able to be moved home for some 
time. After getting into better condi- 
tion in Columbus he has gone to a 
Columbus hospital for an operation, 
which it is hoped will result in his com- 
plete restoration to good health. 


President Haley Fiske of the Metro- 
politan Life is honorary vice-president 
of the National Security League. He 
sent a letter to the 600 Metropolitan 
Life managers soliciting their assistance 
in the cause and urging them to be- 
come members. He also tells the man- 
agers to have their men join this or- 
ganization. A drive for members among 
the home office employes of the Metro- 
politan will be supervised by T. A. 
Richardson, assistant secretary. The 
object of the league is to promote pa- 
triotic and civic education, national sen- 
tment and service among the people. 


C. W. Welty, vice-president and gen- 
eral manager of the Lamar Life of 
Jackson, Miss., will attend the conven- 
tion of the National Association of Life 
Underwriters at Chicago, taking 30 or 
40 of his men on the trip. He has estab- 
lished a qualification standard and the 


men are hard at it trying to reach the 
mark, 


Carl A. Peterson, general agent for 

the Mutual Trust Life in Fort Dodge, 
la, has leaped into local prominence, 
a three-column cartoon and character 
sketch being devoted to Mr. Peterson 
m a recent issue of the Fort Dodge 
Messenger.” Under the heading “Com- 
munity Builders,” Mr. Peterson’s con- 
tribution to Fort Dodge activities and 
a tribute to his business ability was 
Siven. He is president of the Chamber 
of Commerce and has always taken a 
deep interest in civic affairs. 


Opens Jersey City Office 


The Missouri State Life has opened 
up a Jersey City office, under the super- 
vision of the Newark office. A circular 
addressed to a number of New York 

ity agencies said that it does not 
Solicit New York business, but is anxi- 
ree to have New York agents handle 
heir New Jersey business through the 
ome Jersey agency, as the Jersey City 
— - much nearer to New York, 
rs ng out three minutes from the down- 
— section. The circular says that 
York Gen is not yet entered in New 
na ity,” but points out that the law 
os not prevent residents of one state 

™g across the border of adjoining 





SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, President ROOKERY, CHICAGO 


INSURANCE IN FORCE : , ° : $45,000,000 
ASSETS . ° ; ; . ; ° ; 5,137,208 


has entered the State of IOWA and announces the appointment of J. Fred Moore, formerly Superintendent 
of Agents for National American Life of Burlington, Iowa, and David Harrison Jenkins, formerly Special 
Agent for the Peoria Life in Iowa, as the Company’s Iowa Managers, headquarters Cedar Rapids, Iowa. 


Terms of liberal GENERAL AGENCY CONTRACTS FOR IOWA districts may be had 
on application to Moore & Jenkins, Managers, Cedar Rapids, Iowa, or to the Company. 

















“Twixt the Cup and the Lip” 





“Oft times many things fall out between the cup and the lip” 








HESE words were written over three 

hundred years ago by Robert Greene, a 

contemporary of Shakespeare. Greene 
lived a dissolute life and wrote on his death- 
bed ‘‘A Groatsworth of Wit Bought with a 
Million of Repentance”. The words first 
quoted above have stuck in men’s minds and 
we have a short modern version— 


“There’s many a slip 
Twixt cup and lip.” 

Almost—but not—to get a thing one has 
planned for, labored for, thought he was sure 
of, seemed to have in his grasp—that is the 
tragedy of life and endeavor. 

Such things happen from a great variety of 
causes—some of which could not be foreseen, 
some of which are the fault of others. Some- 
times they are the result of carelessness or ig- 
norance on our own part. But they happen, 
and we lose what we had set our hearts on, 
and that’s the tragedy. Occasionally the loss 
can be made good—only time and labor may 
be lost; but usually such losses, such failures 
“twixt cup and lip” affect us, our children 
and, ultimately, their children. 

What is the most important thing in your 
life? If the Fates were to offer you just one 
wish, what would you wish for? 


Would it not be the welfare of your family? 


What would be the greatest calamity that 
could befall you? Would it not be— 





FAILURE IN DUTY TO YOUR 
FAMILY? 


If, in order to make sure of doing that 
duty, you should decide to insure your life, 
and should apply for a policy and be found an 
acceptable risk, and then die while the papers 
were in transit—that would bea tragedy indeed! 
That would be one of the many things that 
fail “‘twixt the cup and the lip.” There is 
something terribly suggestive in that title— 
“A Groatsworth of Wit Bought with a Mil- 
lion of Repentance”. Greene was writing a 
a record of his own life. 

Well, it need not so happen to you; your 
“million of repentance” may be avoided. 

If you apply to the New York Life In- 
surance Company for its new form of policy, 
pay your premium with the application, and 
are found to be an acceptable risk, you are 
insured from that moment. This is a new 
feature of New York Life policies, and it 
has already saved the insurance of at least 
one applicant who died before the policy was 
issued. He was accidentally killed, and under 
the Double Indemnity feature, which was al- 
so included in the policy applied for, his 
family was paid double the face of the policy. 
In that case, “twixt the cup and the lip”, 
something fell “in” and not “out”’. 


Send for a New York Life Agent and find 
out all about it. 











NewYork Life Insurance Company, 346 Broadway,N.Y. 
DARWIN P. KINGSLEY, President 














HARRISON B. SMITH, President 





States to purchase insurance. 








CHARLESTON 


THE STATE OF MICHIGAN 


A direct General Agent’s Contract for definite territory 
in the State of Michigan is ready for the right man. 


Address 


ERNEST C. MILAIR, Vice-President and Secretary 


George Washington Life Insurance Company 
WEST VIRGINIA 
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Declaration of Independence 


FACSIMILE copy of the Declaration of Independ- 

ence has been issued by John Hancock Mutual 
Life Insurance Company. This reproduction is a com- 
posite reduced facsimile, one-quarter size, taken from a 
facsimile reproduction of the original Declaration of In- 
dependence made by W. I. Stone, in 1823, under the 
direction of John Quincy Adams, then Secretary of 
State. The original engrossed Declaration is in the 
custody of the Librarian of Congress at Washington. 


The John Hancock Company will be glad to send a 
copy of the Declaration free to any person or institu- 
tion desiring it for framing. 





JOHN HANCOCK made the Signature famous by 
signing the Declaration of Independence. 


THE SIGNATURE has been made a household]Word 
by the 


Lire INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 


Largest Fiduciary Institution 
in New England 


Sixty-one Years 
in Business 





Four-Power Treaty 
BY 


THE MOST IMPORTANT TREATY EVER 
NEGOTIATED BY THE UNITED STATES 


By 
Every one should know this treaty 


Copies may be had free by writing to the 


JOHN HANCOCK MUTUAL LIFE INSURANCE CO. 





Southland Life Insurance Co. 


DALLAS, TEXAS 
The Progressive Company of the South 


HARRY L. SEAY, President 

















CONSERVATION OF BUSINESS 
We are reinstating, revamping and cleaning up indebted policies for a number of Life Companies, 
izing and conserving ness, increasing the income, preventing and keeping 


thus standard nd 
the ——— satisfied, and at practically no expense to the Companies. 


erences cover eighteen years of satisfactory service, and we respectfully solicit your patronage. 


THE OTIS HANN COMPANY, Inc. 
10 So. LaSalle St. Chicago, Illinois 
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SAFE AS A GOVERNMENT BOND’ 


©) The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT sx’ MONTHLY INCOME iNSURANCE 


slate LATEST POLICIES AND AGENCY CONTRACT B'USU HE 
Openings OHIO, IND., KY. MICH. and W. VA. Write Cobumbus 














LIFE AGENCY CHANGES 

















STANDARD LIFE SELECTIONS 


St. Louis Company Announces New 
General Agents at Kansas City and 
Elsewhere in West 


S. A. Shockey, formerly with the State 
Life, has been named general agent for 
the Standard Life of St. Louis at Kan- 
sas City, Mo. Under his jurisdiction 
will be about half of the state of Kansas 
and Kansas City. In addition L. D. 
Ballou is to represent the Standard Life 
in Kansas City as district general agent. 
Mr. Ballou was formerly with the Mu- 
tual Life. R. O. Bell identified himself 
with the Kansas City agency as assist- 
ant general agent. 

W. L. Bell, who has many years’ ex- 
perience with the American Central at 
Kansas City and elsewhere, will repre- 
sent the Standard at Wichita, Kan. A. 
G. Mai is another Kansas man added to 
the company’s organization. He for- 
merly was with the Commonwealth. 

Glenn Myers of Edina, Mo., has 
joined forces with G. W. Buford to rep- 
resent the Standard Life in Illinois and 
Missouri territory. Both are big pro- 
ducers. J. O. Wilcoxen, who formerly 
operated for the Standard in Oklahoma 
up to two years ago, has come back into 
that company’s organization and been 
assigned territory in Illinois. 


CHANGES IN BANKERS LIFE 


Number of Promotions Are Announced 
in the Field Organization of Des 
Moines Company 


J. M. McClenaghan, for several years 
a successful salesman of the Bankers 
Life of Iowa in the R. J. Williams 
agency at El Paso, Tex., has been ap- 
pointed agency manager for the Bank- 
ers Life in Utah with headquarters in 
Salt Lake City. Mr. McClenaghan suc- 
ceeds D. L. Filer, resigned. 

A. M. Shannon has resigned as 
regional sales manager to accept an ap- 
pointment as agency manager for the 
company in eastern Oklahoma with 
headquarters at Tulsa. Mr. Shannon 
succeeds A. L. Spence in the manage- 
ment of the Tulsa agency. Mr. Spence, 
whose resignation as agency manager 
has recently been accepted, was for- 
merly a regional sales manager for the 
company, and, prior to that time, one 
of its leading salesmen on the Pacific 
Coast. 

W. A. Crowder has just assumed his 
new duties as agency manager for south- 
ern Idaho with headquarters at Idaho 
Falls. Mr. Crowder has been prominent 
in Idaho as an educator and has also 
been successful in life insurance sales- 
manship as a _ representative of the 
Bankers Life. 


Ray Burns 


Ray Burns has been appointed super- 
visor of the Lafayette Life for southern 
Indiana. For a number of years he was 
connected with one of the leading banks 
of Indiana and three years served as its 
cashier. He is an experienced salesman. 


F. O. Harris 


F. O. Harris of Spokane, Wash., is 
the new general agent of the Minnesota 
Mutual Life at that point. Mr. Harris 
took over his new duties on June 1 and 
big things are expected of him. 


D. E. Collins 


Daniel E. Collins. formerly head of 
the underwriting department of the 
Luther-Springston Agency in Chicago. 
has joined the Kelly & Boyle general 
avency of the Minnesota Mutual Life. 
The new agency is known as Kelly, 
Boyle & Collins. 





SPAULDING GOES TO OMAHA 


Assistant Superintendent of Agents of 
the Mutual Life Takes Position of 
Nebraska Manager 


Robert E, Spaulding, who for many 
years was assistant manager of the Mu- 
tual Life at Chicago in the Darby A 
Day agency and later was called to the 
home office to be assistant superin- 
tendent of agencies there, has received 
the appointment as manager of the 
Omaha, Neb., agency effective July 1. 
The Omaha field consists of 88 counties 
in Nebraska and seven counties in Iowa. 
Mr. Spaulding is a man who has had 
splendid experience in the Darby A. 
Day agency. He got up the literature 
and much of the educational work and 
assisted the agents in a very material 
way. 

Mr. Spaulding succeeds S. W. Town- 
send, who has resigned, and it is ex- 
pected he will make his residence in the 
future in Colorado, where he owns a 
tract of land. 


H. L. Whitney 
The Franklin Life of Springfield, III., 


is placing a new general agency in Chi- 
cago in charge of H. L. Whitney. 
Offices have been engaged in the Fed- 
eral Reserve Bank Building, Room 1239. 
The company has a general agency with 
H. B. Keck. who is associated with the 
Wolfle-Steffelin Company in the city. 
That arrangement will not be disturbed. 


James C. Milliken 


The Fidelity Mutual Life announces 
the appointment of James C. Milliken 
as manager for Portland, Me. 


P. L. Ryan and G. W. Murray 


Peter L. Ryan, manager for the Mu- 
tual Life of New York at Syracuse, N. 
Y., has resigned and his position will 
be taken by G. W. Murray, who repre- 
sents the Mutual Life in Boston, Mass. 
Mr. Murray has been with the Mutual 
Life for over 20 years. 


Englehard, Krogman & Co. 


Englehard, Krogman & Co., who con- 
duct a general agency in the Insurance 
Exchange, Chicago, have been appointed 
general agents of the Central Life of 
Ottawa, II. 


Robert C. Webster 


Robert C. Webster has been ap- 
pointed general agent for the Equitable 
of Iowa at Nashville, Tenn. J. H. 
Murphy will be associated with Mr. 
Webster in the new general agency. 


D. Alberstein and S. Kreisman 


David Alberstein and Sol Kreisman 
have been appointed managers of the 
eastern Missouri district of the Bankers 
Reserve Life of Omaha. They have 
offices at 1306 Syndicate Trust building, 
St. Louis. Until recently Mr. Kreisman 
was district manager for the Metropoli- 
tan Life at Jonesboro, Ark. 


E. S. Maunsell 


Col. Edward S. Maunsell, civic and 
business leader and for 15 vears New 
Orleans manager for the Mutual Lite 
of New York, has announced his retire- 
~ent. Colonel Maunsell was born ™ 
New Orleans. He entered the insurance 
field at an early age and in 1892 became 
superintendent of city agencies for the 
Mutual Life. He also was well known 
for his interest in civic progress. 


Edward G. Holz 


Edward G. Holz has been appointed 
agency supervisor for the Security Lite 
of Illinois to take charge of develop- 
meft work in Indiana. Mr. Holz has 
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BANKERS LIFE INSURANCE COMPANY 
OF NEBRASKA 


Home Office: Lincoln, Nebraska 
Assets - - $22,500,000.00 


TWENTY PAYMENT LIFE POLICY 
DEFERRED DIVIDEND 





Chicago, Ill, April 10, 1923, TWENTY YEAR SETTLEMENT 
. ™ 
Bankers Life Insurance Company, Lincoln, Nebr. Matured in the 
OLD LINE BANKERS LIFE INSURANCE 
GENTLEMEN : COMPANY 
Your General Agent, Chas. F. Winegar, just handed me your cheque of $639.67, the full of Lincoln, Nebraska 


cash value on my $1,000.00 twenty pay bond, No. 12152 which matured today. 





I paid you total deposits of $494.00 during the 20 years, and now you return a profit of 


$145.67 in addition to having carried the protection all that time. Meus of incured....._... Roy M. a 
My brother and sister matured their contracts today also, and we shall take great Residence.................... Chicago, Ill. 
pleasure in recommending your company to all our friends and acquaintances as being the Amount of policy $1 000.00 
best for results, most prompt and business like in its line. Total premiums paid coer eeseecces "494 00 
Yours for success, 
R. M. BOOMER, SETTLEMENT 
Assistant General Manager. Total. cash paid —— . $639 67 





And twenty years insurance for nothing. 


If interested, consult one of our agents or write Old Line Bankers Life Insurance Co. of Nebraska, 14th and N Streets, Lincoln, Neb. 
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100% 
EFFICIENCY 


Minimum mortality (32.3% in 1922) 


Maximum interest earnings (6.27% 


in 1922) 


High renewal ratio (approximately 
70% of all business placed in |7 
years still in force) 











- MEN WHO THINK 


they are built for speed and 


endurance and can qualify for 


Se ae ee 


general or state agency work, 


will find it to their advantage 





to communicate with 





THE 


LIBERTY LIFE | 
INSURANCE COMPANY 


Liberty Life Building 
TOPEKA, KANSAS 


THE MIDLAND MUTUAL 
LIFE INSURANCE COMPANY 


Columbus, Ohio 
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been doing development work for the 
Farmers National in Indiana for the 
past two years and prior to his con- 
nection with the Farmers National was 
Chicago manager for the Spectator 
Company of New York. He also had 
experience prior to that, having produced 
personal business for the Mutual Life 
of New York. 


Life Agency Notes 


LeRoy M. Kelley, formerly connected 
with the Northwestern Mutual Life in 
Milwaukee, has returned to the Clifford 
L. MeMillen & Associates home office 
agency of that company after an absence 
of two and one-half years occasioned by 
illness, ° 

Burton B. Hadley of Cedar Rapids, Ia., 
has become associated with James C. 
Clapp of the Prudential. Mr. Hadley en- 
ters the insurance field after 20 years 
of work as a Y. M. C. A. man. He was 
assistant secretary in Des Moines until 
1918, and has since held the position of 


secretary in Fort Dodge and Cedar 
Rapids. 
Mrs. Besse Luther, for the past year 


associated with the Saginaw district 
office of the H. Wibirt Spence agency of 


the Mutual Life at Detroit, has moved 
to Detroit. Mrs. Luther before going to 
Saginaw was a member of the Kala- 
mazoo office of the Spence organization. 
She has been among the leaders each 
year since entering the insurance field. 

The Shawano Insurance Agency is 
being removed from Shawano to Rhine- 
lander, Wis., and will hereafter be known 
as the “Oneida Insurance Agency.” John 
A. Oakby, recently appointed supervisor 
of Oneida county public schools, will be 
the new manager of the agency, which 
will continue to act as general agent for 
of the 


northwestern Wisconsin Mutual 


Trust Life of Chicago. 


New Director for Home Life 


H. C. Couch of Pine Bluff, Ark., 
president of the Arkansas Light & 
Power Company, has been elected to 
the directorate of the Home Life of 
Arkansas. A. B. Banks, president of 
the company, and Mr. Couch have been 
close friends for many years, having 
been associated in the Southern Tele- 
phone Company, which they promoted 





and later sold to the Bell interests in 
1912. 

















NEWS OF LIFE COMPANIES 
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Bankers, Ia.—Total new paid for busi- 
ness for the first five months was $43,- 
456,521, showing a gain of over $4,000,000 
as compared with the corresponding 
period of 1922 when the total paid for 
was $39,281,637. Thirteen agencies of 
the company rank in the $1,000,000 class 
for the year to June 1 as compared with 
10 in that class for the corresponding 
period of 1922. The Indianapolis and 
Chicago agencies rank first and second 
with the following totals: Indianapolis, 
$2,378,750, and Chicago, $2,356,477. 

* * 

Fidelity Mutual Life—It passed the 
$250,000,000 mark in insurance in force 
June 1. The company is making steady 
and consistent progress. 

*x* * * 

Home Life, Ark.—J. J. Harrison, vice- 
president and production manager, an- 
nounced at the stockholders’ meeting 
that there has been a gain of $4,350,569 











STATE MUTUAL LIFE ASSURANCE COMPANY 


of WORCESTER, MASSACHUSETTS 


Incorporated 1844 


Steadfast adherence to the principles of pure mutuality has built up a membership of policyholders 
in this Company who realize the advantages of its constructive and progressive policies. 


Home Office cooperation with the Field Force has created a selling organization with which it is 
both pleasant and profitable to be associated. 


B. H. WRIGHT, President. 


D. W. CARTER, Secretary. 
STEPHEN IRELAND, Superintendent of Agencies. 
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American Old Line Insurance Company 


LINCOLN 
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Liberal Contracts— offered in both Life and 


Disability Departments 


Choice Territory open in the Middle West 
for State and District Managers 














J 


SS S- => So SS 





NEBRASKA 


To) 








J. O. LAUGMAN, President 





Seven Years of Steady Progress 


ASSETS The [nternational Life and Trust now wants a repre- INSURANCE IN FORCE 
1916 ....$125,222.00 sentative in your district. It is an old line legal reserve 1916 ..$ 203,000.00 
1917 129,523.00 ay wed with a record to be proud of. To represent 1917 704,500.00 

ae ton this dependable company is to represent a pillar of i$ ‘ 

1918 .... 155,613.00 safety in the life insurance business. You are assured 1918... 1,382,500.00 
1919 .... 203,600.00 of a maximum degree of intelligent co-operation. 1919... 2,973,000.00 
1920 .... 303,164.00 Write us at once for an agency. We have the means 1920.. 4,513,000.00 
1921 .... 404,224.00 of assuring you of a successful career in the life in- 1921... 5,019,000.00 
1922 .... 984,588.00 | surance business. 1922.. 9,148,126.00 


INTERNATIONAL LIFE & TRUST COMPANY 


MOLINE, ILLINOIS 


DR. ANDREW JOHNSON, Secretary and Medical Director 

















in insurance in force the past year, the 
largest gain in the history of the com. 
pany, and that the Home led all life com- 





Me 












panies doing business in Arkansas in 
the percentage of increase during the 
year. 
K on * 
Seeurity Mutual, Nebraska.—For the 
first five months of 1923 it increased its 


total business 51 percent over the similar 
period for 1922. At the present rate of 
writings, Secretary Hyde says the ban- 
ner year of 1920 will be exceeded. The 
company has a larger organization at 
the present time than in 1920, and 45 
men sent in $315,000 in business in May, 
The indications now are that the com- 
pany will sell $4,500,000 for the year. 


All “Window Smashers” 


Members of the App-a-Week Club ir 
the Milwaukee office of the Penn Mv 
tual Life will all be “window smashers" 
this month, as the result of an announce. 
ment by the agency officials promoting 
a “window smashing” campaign. Pem 
Mutual Life salesmen in Milwaukee ar} 
shown on the large contest board in the 
local office, throwing rocks at an oli 
house which contains a window for each 
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man. Each application entitles the man 
to break a pane in his window. Thelj City 
contest which closes on June 30 is ex-§§ City 
pected to show the relative strength off Gran 
members of the “Pens of Penn” injvia tl 
April, to maintain an average of one Ro 
application per week. Prizes will bel being 
awarded to the first salesman to breakgjter | 
all the panes in his window as well as conv: 
to the man with all panes broken bygA V 
June 30. A ducking in a rain barrel at] of St 
the corner of the house will be the loti have 
of the man who fails to break a panei Club 
William P. Van Altena is leading the tight 
pane breakers at present with Walter} gs. 
T. Brunow and Gustav F. Kletzsch trail. Th 
ing him closely. sectic 
a. m. 
Had Successful Ordinary Campaign ~ on 
The National Life & Accident oi io 
Nashville, Tenn., made a_ record pro @ conve 
duction of ordinary life business in May, 
writing applications for $4,050,000 in the 
30 days of the ordinary campaign. This vi 
was the biggest month the company §_ Vir; 
has ever had in its ordinary department New ' 
and indicates the tremendous growth of a s 
this department of the company. Uponggof Ma 
the close of the contest and when thej™ Love. 
records had been checked a ceremonymmthey a 
took place at the home office whetm The si 
President C. A. Craig and other homeggagenc) 
office executives were presented with the remai 
applications by the leader of the ordijjmg th 
nary department. The final figures this pe 
showed that the northeastern divisiong§¢r to 
led the field with a production ofthese 
$1.194.000, the southern coming secon¢gjcup to 
with $955,000. The two high leaders 
were Manager R. H. Skinner of Detrot Wr 
with $43,000 personal production, al 7, 
Manager B. M. Brady of Jackson, Miss tua) L 
with a personal production of $40,500. Brecorg 
Cays, 
Consider State Report Blanks ot Mas 
At a special meeting of the executiv¢gg. Ae 
committee of the National Conventioom@., -.. 
of Insurance Commissioners held "Magency 
New York last week the propose, honc 
changes in the annual statement blanks table L 


for all classes of insurance were Cco® 
sidered and approved. Detailed a 
nouncements will be made at a late 
date of the proposed changes, but thos 
interested in the accounting department 
of several companies have been advi 
that the commissioners will make def 
nite announcement as to the changes 
which will be required in the 1% 
blanks before Jan. 1, 1924, so that the 
records in the offices mav be chang 
accordingly at the first of the coming 
year. 

The executive committee also drew ® 
tentative arrangements for the program 
for the annual meeting at Minneapolis 
There will be six or seven prepary 
napers on questions of general inter 
in insurance supervision and several &© 
cussions on these papers and other mat 


been p; 
greater 


BI 


Dc 













ters of general interest. 
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OFF FOR COAST TRIP 








MISSOURI STATE CONVENTION 





year, the 
po com-§ Members of $250,000 Club Will Leave 
e com- 

anene in for San Francisco July 13 


ariag the on Special Train 





—For the 
reased itsf# The Missouri State Life’s Quarter 
he similar Million Club will leave St. Louis in a 
nt rate of@ syecial train Friday, July 13, at 11 p. m. 
3, = for the annual «~nvention at San Fran- 
ization atmcisco. Eligible members who intend to 
0, and 4m make the trip on the special have been 
ss in May.™@ instructed to make their Pullman r-ser- 
the com-Myations in St. Louis, Kansas City or 
© year. other division points en transit. 
- The big gathering will convene at the 
Fairmont Hotel, San Francisco, the af- 
‘k Club infternoon of July 19. The sessions will 
Penn Mu last until the afternoon of July 21. The 
smashers"™ big business meetings will be all day 
announce Friday and Saturday. 
promoting The outward trip will be via the Mis- 
gn. Penj™souri Pacific to Kansas City; Kansas 
raukee aria City to Los Angeles via Grand Canyon 
ard in thmmover the Santa Fe, and Los Angeles to 
at an oljj™San Francisco over the Southern Pa- 
w for each cific. Returning the main party will 
s the manigcome from San Franciscy to Salt Lake 
iow. Thea City over the Western Pacific; Salt Lake 
30 is ex@™ City to Pueblo via Denver & Rio 
trength ofj™ Grande. and from Pueblo to St. Louis 
Penn” intgvia the Missouri Pacific. j i 
ve of one Robert C. Newman seems certain of 
's will bem being reelected president of the Quar- 
1 to break ter Million Club at the San Francisco 
as well agg convention. His clos«st rival is James 
»roken by A Walsh of Chicago. Edmund Burke 
1 barrel ata of St. Louis is third. To date 52 agents 
be the lot have qualified for the Quarter Million 
1k a pane Club convention and 123 agents have a 
.ading them tight to attend the $100,000 Club meet- 
th Walter] gs. ; : : 
'zsch trail. he Detroit gatherine of the eastern 
section of the $100,000 Club starts at 9 
a.m. July 9 at Hotel Statler. It holds 
paign § Over July 10. On ‘uly 13 the western 
_ Bidivision of the $100,000 Club gathers at 
ccident OM the Brown Palace Hotel, Denver. This 
cord PtH convention closes July 14. 
ss in May, 
,000 in the! 
ign. This) 
company 
lepartment 


rs 





























Mutual Life’s Virginia Drive 
Virginia agents of the Mutual Life of 
New York exceeded the goal of $500,000 


growth of in a special drive for business the week 
ny. Upon of May 4-11 in honor of Manager S. B. 
when the™g Love. The drive was so successful that 
ceremonymmthey agreed to continue it until July 1. 
fice whetlg Lhe several divisions in Manager Love’s 
ther home™agency have entered a contest for the 
~d with theg'emainder of the year, the one produc- 
' the ordiging the smallest amount of business in 
al figures this period having agreed to set up din- 
n division§"er to the others. It is planned to make 
luction o these contests annual affairs, a loving 
ing seconigg@cup to be awarded the leading division. 
gh leaders ; —_—— 

of Detroit Writes Five Million in Ten Days 


ction, an 
son, Miss, 
> $40,500. 


The Chicago branch office of the Mu- 
tual Life of New York has made a 
tecord of $5,000,000 new business in ter 
Cays. This was a special effort in honor 
of Manager Darby A. Day, who is tak- 
ing a vacation on a motor trip. This 
“ccomplishment beat, by a small margin, 
4 record made by the E. A. Woods 


‘lanks 


> executive 
Convention § 
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Teamwork Tells 


Agents’ loyalty and enthusiasm, plus new Home 
Office Service features produce Teamwork and 
increase production. 


These new features will help Union Central 
Agents get more business: 


For Policyholders: Increased Cash Values made retro- 
active—Enlargement of Free Health Test Service—5% 
interest on policy proceeds and dividends, left on + ite 4 


For Agents: Home Office leads—Letter Circularization 
Service—Special Bulletin Service—Limit increased to 


$200,000 


For Prospects: New Business Protection Policy—New 
Life Income Endowment Policy—Liberalized Disability 
Clause—Substandard Insurance. 


‘TEAMWORK—Boosting Policyholders and a 
Loyal Agency Force backed up by the Home 


Office insure success for the Union Central Agent. 


For agency relations write the Home Office. 


The Union Central Life Insurance Company 


Cincinnati, Ohio 
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The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. Permanent success can only be attained 
through a permanent connection. The companies that stay are the companies that pay 

























the representative in the long run. 

s aaa pomey at Pitteburgh for a similar period P 8 
n honor of President Day of the Equi- 

ent blamtable Life of New York. Thus it has WESTERN RESERVE LIFE INSURANCE Co. 
aed al been Proven that a day in Chicago is J.H. Leffler, Acting President John W. Dragoo, ——- Harry H. Orr, G 
= . tatetee ater than a day in New York. MUN ’ NDIANA 
_ but oe 
epartmen 
en advised 
make def 
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OWN BUSINESS doer ne set 






Disability Benefits 





INSURANCE CO. 


SEE THE NEW LOW RATES 66 BROADWAY NEW YORK 
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PROSPECTS 


We are giving them to our 
salesmen at the rate of 


40,000 per Year 
We Help Our Salesmen 














Bankers Life Company 


DES MOINES, IOWA 


Established 1879 GEO. KUHNS, President 

















Back of The Agent 


Mutual Benefit agents are leaders in 
writing business because the com- 
pany’s policy contracts are popular 


with the public. 


Back of the agent stands MUTUAL 
BENEFIT dependability and service. 


THE MUTUAL BENEFIT LIFE 


INSURANCE COMPANY 
Organized 1845 


Newark, N. J. 


ALWAYS PURELY MUTUAL 











@ If all of the capable, hardworking, 
ambitious sub-agents who are “out on 
the end of the limb” knew about our 
square-deal contract, half of them would 
be with us before the next frost. 





Home Office, Madison, Wis. 


Work for YOURSELF 











ILLINOIS AGENTS IN RALLY 





Massachusetts Mutual Convention Held 


for Chester O. Fisher’s Agency 
Force Last Week 


The Central Illinois agency of the 
Massachusetts Mutual Life held its an- 
nual convention at Peoria, Ill., last 
week under the direction of Chester O. 
Fischer, general agent for that part of 
the state. The agents adopted as their 
slogan for the convention “The Prog- 
ress Convention of the Agency of 
Satisfied Policyholders.” Joseph C. 
Behan, superintendent of agencies, and 
Alexander T. Maclean, associate actu- 
ary, were present from the home office 
and led in discussions on personal prob- 
lems. Clarence W. Reuling, agency 
supervisor, acted as chairman of the 
meeting, the address of welcome being 
given by Kenney Williamson of Peoria, 
who is president of the Peoria Agents 
Association. Mr. Behan outlined the 
progress made by the company so far 
this year. The report on the progress 
of the Central Illinois agency was made 
by Mr. Fischer, who showed that the 
first five months of the year had seen 
the greatest production of any similar 
period in the agency’s history. The 
agency is now writing as much each 
month as it wrote in the entire year of 
1914. At the banquet in the evening 
talks were given by M. M. Baker, vice- 
president of the Holzman Manufactur- 
ing Company of Peoria and president 
of the Peoria Association of Com- 
merce; F. D. Crawshaw, superintendent 
of agencies at Peoria for the Aetna Life, 
and Mrs. W. D. Johnson, wife of one 
of the agency associates, who outlined 
the experiences during her husband’s 
first year. 


Milwaukee Men on Trade Trip 


Milwaukee insurance men are repre- 
sented on the annual trade trip of the 
Milwaukee Association of Commerce 
which will take in several counties in 
Michigan and Minnesota as well as all 
of northern Wisconsin. Among those 
who will take the trip are H. E. Bran- 
denburg, Concordia Fire; P. J. Engle- 
hart, Old Line Life; C. C. Roberts, 
Aetna Life; F. J. Tharinger, Old Line 
Life. and Victor M. Stamm, Northwest- 
ern Mutual Life. Reports from the tour 
indicate that Mr. Tharinger and Mr. 
Englehart of the Old Line Life have 
enlisted hundreds of new members in 
the “Don’t Worry Club” during the 
tour. Bronze discs certifying to the 
eligibility of the new initiates are passed 
out by the underwriters at every stop. 


Gets Good Group Policy 


The Aeina Life, through its southeast- 
ern Texas manager, Joseph S. Smith 
of Houston, Tex., insured the lives of 
the salaried employes of the firm of 
Anderson, Clayton & Co., cotton ex- 
porters of Houston. The employes 
were insured for $5,000 each, total 
amount of insurance in force on all 
employes amounting to $1,250,000. Mr. 
Smith established the agency in Hous- 
ton, Aug. 1, 1921, and has associated 
with him graduates of Lehigh Univer- 
sitv, University of Pennsylvania and 
University of Pittsburgh. all men of 
high standing who appreciate the insur- 
ance profession. 


A mortgage loan of $4,500,000 has been 
granted bv the Prudential on the Cana- 
dian Pacific Building in New York City. 


BUSINESS GOOD IN THE WEST 





M. Albert Linton and F. C. Morss of 


Provident Mutual Optimistic After 
Trip to Pacific Coast 





PHILADELPHIA, 


Life insurance business 


PA., June 


is 


ticularly in California, according to M 


Albert Linton, vice-president and asso-jJ 


ciate actuary of the Provident Mutual 
Life, and Franklin C. Morss, manager oj 
agencies, who have just returned froma 
joint seven weeks’ tour of the west. Mr 
Linton and Mr. Morss visited Spring. 
field, Ill.; St. Louis, Kansas City, Wicb- 
ita, Denver, Los Angeles, San Francisc 
Portland, Ore., and Seattle, besides con- 


ducting a joint meeting in Minneapolis) 


of all the company’s Minnesota agents 


The improvement over last year no-7 


ticed on the tour was attributed by Mr 
Linton to the pickine up of general busi 
ness conditions. The farmers in th 
middle west, he said, are making ther 
way—rather slowly, however—out < 
their post-war difficulties, and he is look 
ing for increasing sales of life insurance 
in that vast territory as time goes on 


Agency forces are growing and cond:-7 


tions are decidedly hopeful. 

Mutualization of the Provident, ar 
nounced nearly six months ago, has hai 
a healthy influence on the company, a 
cording to Mr. Linton, stimulating the 
agency forces, attracting new men an( 
reducing costs. 


Sun Life Gets Publicity 


The Sun Life of Canada has receivel 


considerable publicity on what 
claimed to be the largest check in the 
world, paid to the Sun Life for its Ill- 
nois Traction holdings, including th 
securities of 57 public utility companies 
in mid-western states, the face of th 
check being $30,903,881.17. It is under 
stood that the profit on this sale ra 
into many million. It is also claime( 
that the second largest check on recor 
was another payment to the Sun Life 
being a check for $25,000,000 for th 
purchase of the Union Castle Line @ 
steamships. 


United States Life Meeting 

A meeting of the Cleveland agents (7 
the United States Life, including thos 
in northern Ohio, was held at the Cleve 
land agency. Henry Moir, managing 
director, and E. W. Christy, supervise 
of agencies, were present. The pla ® 
of the company, its new policy contract 
and rates and the general business wet 
all very fully discussed. A _ luncheo 
was held and the meeting was pr 
nounced a big success. This agency * 
in a very flourishing condition and § 
writing at the rate of over a $1,000,0 
a year. 


Pacific Mutual Outing 

More than 800 home office employes 
and members of their families were th 
guests of the Pacific Mutual Life at th 
company’s annual outing at Long Beat’, 
June 7. The home office was closed {0 
the day, which was spent in_ various 
forms of recreation and relaxation fro® 
the cares of business. Special trail 
were chartered to take the party from 
Los Angeles to Long Beach and retur 
and the company provided tickets gra" 
to all of the beach concessions. - 
was no set program of amusements b# 
each individual was given an opportunt) 
to follow his or her own inclinations "9 
this respect. In the evening the enti) 





party was given a banquet. 
——— | 





for advancement as time goes on. 





AGENCY MANAGER WANTED 


One of the most progressive middle western companies desires a superintendent of agents. 
The man must have had sufficient experience to 
the department, be responsible for it, increase its efficiency and build it up. A growing 

place is open for a growing man. A liberal salary will be paid and there is a pledge | 
Address E-54 care The National Underwriter. 


ualify him to take entire charge % | 
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Participating Insurance 


At Non-Participating Rates 


ORDINARY LIFE 
(Minimum Policy $5,006) 
Rates per Thousand 


Age Premium Age Pren.ium 
$14.24 39......$24.44 
C—O 14.57 a 25.40 
iiaees 14.92 a 26.40 
arr 15.28 CO 27.48 
ee 15.66 ilkssces 28.62 
, ete 16.06 err 29.83 
a 16.49 . 31.12 
a 16.93 C—O a 32 
17.43 Tsesens 33.97 
Bb enens 17.98 sien. 35.53 
ar 18.54 wena 37.21 
ae 19.14 ae 38 
ee 19.78 a 40.88 
20.46 See 42.90 
Sa 21.17 a 45.67 
i eccee 21.91 a 47.37 
Tee 22.71 ae 49.82 
Bisevens 23.56 


MANAGERS WANTED 


James A. Fulton, Agency Manager 
Philip Burnet, President 


Continental Life Insurance Co. 


Wilmington, Delaware 








MORE THAN 50% 


of the business written by some of our larger 
agencies is a direct result of the Fidelity lead 
service. Our —— —_- + — 
pects— i¢ who have written t 

Office ry ih. 

Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency openings for the right men 








New Policies 


New and appealing line of 
policies being written. 

Rates exceptionally attrac- 
tive. 

Unusual contracts toagents. 


Several splendid agencies 
open in Iowa. 


Write for information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 
LIFE INSURANCE COMPANY 


Burlington, lowa 


a 





—.. 





Capable Policy-Placers 


Can always find a satisfactory oppor- 
tunity for work with this Company in 
good territory—men who can collect 
the premiums as well as write the ap- 
plications. Why not make inquiry 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
Address: ALBERT E. AWDE, Supt. of 
Agencies 











TRUTH IN ADVERTISING 





MUCH PROGRESS BEING MADE 





Harry D. Robbins Gives Some Salient 
Facts On the Subject—Object to 
Pandolfo Pardon 





Harry D. Robbins of H. D. Robbins 
& Co. of New York, who is chairman of 
the national vigilance committee of the 
Associated Advertising Clubs, spoke 
before the recent advertising conven- 
tion on “Truth in Advertising.” The 
truth-in-advertising movement was inau- 
gurated by the advertising club with the 
purpose of bringing about honesty in 
publicity. Some of the ideas presented 
by Mr. Robbins will be of interest to 
insurance advertisers. He said that ail 
selling is based upon the confidence of 
the buyer. Advertising which is the 
most potent agency of sales depends 
upon readers’ confidence to the extent 
that if confidence is deceived and de- 
stroyed the productivity of all adver- 
tising is affected. In plain dollars and 
cents, you get more for your advertising 
money in proportion to the reader con- 
fidence you command. Just as the ball 
team is weakened by a poor player, so 
is all advertising affected by that which 
is false. 

The advertising club passed a resolu- 
tion of protest against the proposed 
pardon ot S. C. Pandolfo, who was head 
of the Pan Motor Company of St. 
Cloud, Minn., and was formerly a sen- 
sational life insurance operator in the 
southwest. The advertising club took 
the position that Mr. Pandolfo used the 
mails to defraud and resorted to falsity 
in his advertising methods. 


Tennessee Agencies’ Contest 


Robt. L. Carden, general agent for the 
Minnesota Mutual Life at Knoxville, 
Tenn., has challeneged Joy & McCor- 
mack, general agents at Memphis, for 
the greatest volume of examined busi- 
ness from May 1 to Sept. 1, the losers 
to put on a big feed at the National Life 
Underwriters convention at Chicago in 
September. It looks as if both the 
Knoxville and* Memphis general agencies 
of the Minnesota Mutual are going to 
be well represented at the Chicago con- 
vention. : 

The Minnesota Mutual will have 
about 50 delegates at the Chicago con- 
vention. At least about that number 
have qualified for the trip thus far. The 
Minnesota Mutual has offered any rep- 
resentative of the company who makes 
the $25,000 honor roll in May, June, 
July and August, and whose paid for 
business from April 1 to Aug. 31 equals 
or exceeds $100,000, a free trip to the 
Chicago convention. 


Insurance Almanac Out 


The Insurance Almanac for 1923 has 
just been issued by the “Weekly Un- 
derwriter” of New York. It is a volume 
of 926 pages and gives more detailed 
information than ever before in regard 
to insurance companies of all classes and 
the business which they write. 








The old line 


Cedar Rapids Life 


Insurance Company 


of Cedar Rapids, la. 


Wants three state agents for 
Central West 


A Good Chance for 
| Reputable Men 








19 














ve Life Insurance Com- 
[S87 pany has special in- 
=F ducements for live 
agents in Illinois and Indiana, 
advantageous contracts, 
standard policy forms, home 
office co-operation and the 


influence of 1200 stockhold- 


ers in both States. 


. ii HE Chicago National 


Five thousand leads received last 
month from our stockholders. 


Chicago National Gnderwriters Co. 


INCORPORATED 
GENERAL AGENTS 


202 So. State St. Chicago, Ill. 




















‘‘Nothing humbler than ambition 
when it is about to climb.”’ 


Benjamin Franklin, the greatest American 
authority on ambition, made that observa- 
tion; and with equal truth he might have 
added that nothing is more aggressive in 
gaining its end, nor more conservative in 
its choice of means to that end. 


The Franklin has a splendid tradition for 
“Aggressive Conservatism.” Organized 
to render practicable the highest ideals of 
life insurance, it has maintained among 
its underwriters, as the first essential, the 
highest ideals of service—ambitious ser- 
vice. 

That other wonderful idea worded, “He 
profits most who serves best,” has been 
practiced by this company since 1884 
Our men know it is true. 


The Franklin Life Insurance Company 


Springfield, Illinois 
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H. A. HOPF AND COMPANY 


MANAGEMENT ENGINEERS 
Specializing in Advisory Work for Insurance Companies 


Organization Equipment Standardization 
Methods Personnel Modern Office Planning 


Main Office: 40 Rector St., New York Western Office: 327 S. LaSalle St., Chicage 






































Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 











| w. D. WYMAN, President 











The Company has alwa 8 pursued those policies in uhe conduct of its business that havc y.ven it a high 
reputation for stability and fair dealing. 


Has always rendered the highest grade of service to its policyholders. 
Has always extended reasonable assistance and encouragement to its representatives to develop and hold 
their business. 
Its policy contracts give to each individual insurer full protection, saf ding, i i 
wages dive se oeh i ¢ Pp! safe-guarding, at the same time, the in- 








Winfield S. Weld, Supt. of Agencies. 






























THE | 
NATIONAL 


_ 
| LIFE AND 
\ ACCIDENT 
IMSURANCE 
COMPANY 


SHIELD POLICIES 


D Ordinary Life Insurance 
Industrial Life Insurance 
Health § Accident Insurance 


MORE THAN $30,000,000.00 


Paid in Claims during the last 20 Years 


C.A. CRAIG, Presipent W.S. BEARDEN. Secy.-Treas. 


THE NATIONAL LIFE & ACCIDENT INSURANCE @¥ 


HOME OFFICE: NATIONAL BUILDING 
NASHVILLE — TENNESSEE 











































































Why Agents Prefer the 
Medical Life Agency 


First—Because of the increased production to be secured 
through writing sub-standard as well as standard risks. 





Second—Our child’s Endowment policies are receiving enthu- 
siastic endorsement. 


Third—Because this company is giving and will continue to 
give to its agents the kind of cooperation and service that 
really helps. 


All of which is certainly food for thought for agents desiring 
such a connection. 


Write us today. 


ICAL LIFE 


INSURANCE COMPANY OF AMERICA 
WATERLOO IOWA 


I. G. LONDERGAN 
Vice Pres. & Gen’l. Mgr. 


E. E. BROWN 
Agency Supervisor 























NEWS OF LOCAL ASSOCIATIONS 

















CINCINNATI ELECTION IS HELD 


C. Vivian Anderson of Provident Mu- 
tual Heads Association There for 
Coming Year 


Cincinnati, O.—C. Vivian Anderson 
of the Provident Mutual was elected 
president of the Cincinnati association 
at the annual meeting Tuesday. Em- 
met C. Peebles, the retiring president, 
was made a delegate to the Ohio State 
Association. Other officers were: Vice- 
president, H. L. Shepard, Mutual Bene- 
fit; secretary, L. S. Cramer, Missouri 
State Life; treasurer, John W. Mackel- 
fresh, Penn Mutual; members execu- 
tive committee, Robt. W. Copelan, 
Northwestern Mutual, and Wm. Klus- 
meier, Prudential. Superintendent of 
Insurance Harry L. Conn was the guest 
of honor and made the principal 
address. 

* * * 

Philadelphia, Pa.—True to its emphasis 
on the social service features of the life 
insurance profession, the Philadelphia 
association is contemplating plans for 
giving an outing to poor or crippled 
children of the city next month. The 
plan was suggested by the chairman of 
the publicity committee, E. J. Berlet, 
Guardian Life manager, and is in line 
with work for the Boy Scouts, which was 
undertaken last year at the close of 
President Hunsicker’s administration, 
and an investigation of slum conditions 
and maternity needs in connection with 
the municipal court of Philadelphia, 
which was made last year at the outset 
of President Staples’ administration. The 
report of the investigation, however, has 
not been made public, at the suggestion 
of President Staples, who feared it would 
be misconstrued as lining up the life 
underwriters in the clash of political 
factions here over municipal court plans. 

x * * 

Des Moines, In.—The Des Moines as- 
sociation held its annual frolic last Sat- 
urday at the Chamberlain residence, the 
afternoon's entertainment including an 
indoor baseball game, horseshoe pitching 
and a picnic supper partly furnished by 
the association and partly, by the wives 
of the association members. The com- 
mittee in charge included M. M. Deming, 
American Central Life, and Frank Ker- 
foot, Equitable Life of New York. 





*x* * * 
Davenport, Ia.—A. W. Van Houten of 
the Mutual Life, a veteran insurance 


man in this city, was elected president 
of the Davenport association at the an- 


nual meeting last week. Guy F. Doud 
was named first vice-president; Paul 
Otto, second vice-president; Leon J. 


Zoeckler, reelected secretary, and E. P. 
Eingert, treasurer. Harry J. McFarland 
was made chairman of the executive 
committee. Cc. A. Lay, retiring presi- 
dent, was made a member of that com- 
mittee, 
se = 2 

Milwaukee, Wis.—Frank L. Jones of 
Indianapolis, announced by Secretary 
Harthun of the Milwaukee association as 
aman who “carries a rate book every 
day and has something worth while to 
say.” exceeded the enthusiastic secre- 
tary’s advance promises in his discussion 
of “Fundamental and Acquired Needs” 
at the regular monthly meeting of the 
association Thursday. Mr. Jones dis- 
cussed in a practical way the problems 
that every insurance salesman is com- 
pelled to face in overcoming opposition, 


and advanced solutions of them from a 
fund of personal experience. Mr. Jones 
was one of a number of life insurance 
men detailed by the government to dis- 
cuss life insurance before the American 
oxpeditionary Force during the late war. 

The meeting was the last held by the 
association before the regular summer 
vacation. The next meeting will be in 
September. 

* * * 

Detroit, Mich.—All the prospective 
buyers of insurance in the City of De- 
troit will be left alone for one day, at 
least as every life underwriter in the 
Motor City is expected to take a day 
off today (Thursday), pack up a lunch, 
get the kiddies all dressed up, bring 
along “the wife,” and hop on one of the 
many boats plying to Bob-Lo, the Michi- 
gan metropolis’ summer playground, and 


really enjoy a day of rest and recrea- 
tion. 
Several of the large agencies have 


signed up their entire force to make the 
trip. The ticket committee, consisting 
of C. E. Waddell, manager of the Mis- 
souri State Life, chairman: Messrs. Kerr 
of the State Life, Harold Weston of the 
Illinois Life, Tyler of the Massachusetts 
Mutual, Willis of the Equitable of Iowa 
and Moran of the National Life U.S. A., 
reports an unusual number of tickets 
sold in advance. 

Norton Ives, vice-president of the De- 
troit association is chairman of the 
amusement committee and has included 
all the time honored events, such as 100- 
yard dash, men and women, fat men's 
race, throwing contest, clothespin con- 
test. boy's, girl's and tot’s race, and 
ending in the annual baseball game be- 
tween the married and single men. In 
addition, the Equitable of New York will 
meet the Mutual Benefit team to play off 
the tie of last year’s game. 

Dancing will be enjoyed throughout 
the day, and the grand prize of the day 
will be given Miss Underwriter, to be 
selected by those in attendance. 


* * * 





Salt Lake City, Utah.—Edwin C, Kahn, 
for several years manager of the Aetna 
Life, has been elected president of the 
Utah association. Other new officers of 
the organization are Frank Mozley, Bene- 
ficial Life, first vice-president; W. C. 
Brimley, second vice-president; Jay E. 
Johnson, secretary, and W. S. Payne, 
treasurer. W. A. Carter of the Penn 
Mutual, retiring president, presided at 
the annual meeting and nine delegates 
were selected to represent the associa- 
tion at the national convention in Sep- 
tember. 

x* * * 

St. Louis, Mo.—Herbert N. Laflin, asso- 
ciate counsel of the Northwestern Mu- 
tual of Milwaukee, was the speaker at 
the monthly meeting of the St. Louis as- 
sociation Tuesday. Mr. Laflin was in 
St. Louis attending the convention of 
Rotarians. Griffin M. Lovelace and other 
members of the faculty of the St. Louis 
life insurance school were also on the 
program. 

an @ 


Baltimore, Md.—The annual meeting 
for the election of officers of the Balti- 
more association was held last week. 
The following officers were elected; 


President, L. A. Spalding: vice-president, 
Edwin W. Bartol; secretary, George > 
Robertson, and treasurer, Bernard B 
Gough. Charles W. Sloan was appointed 
chairman of the executive committee, 
which is composed of Felix Rothschild. 
Homer Bostwick, Lewis M. Bacon, JT 
R. U. Darby and H. Sinclair Miller. Plans 
were discussed for the sending of dele- 
gates to the national convention 4 
Chicago, 








PARTICIPATING 
INSURANCE 


At Non-Participating Rates 
ORDINARY LIFE 


Age Premium Age Premium 
a~+scocuwed $16.46 ee 5) 
Dewacendann a ee $48.98 


General Agents Wanted for Arkansas, 
Illinois, Kansas, Texas and Missouri. 


LIFE ACCIDENT HEALTH 


Peerless Life Insurance Co. 
Kansas City, Missouri 




















THE PENN MUTUAL 


is national in the scope of its operations. 
It is individual in the service that It 
renders to its members and to its field | | 
representatives. 

Back of your independence it is ready t© 
stand as an economic bulwark. 


The PENN MUTUAL 


Life Insurance Co. 


Independence Square Philadelphia 
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Provident Life 
Insurance Company 
Bismarck, North Daketa 
Insurance tn Force, $13,500,000 
H. H. ST’ — F.L. a. —~~™ 











Cc. L. YOUNG, H. B. BEACH, 
Vice-Presiden Ast. Sec. and Actuary 
.L. BELL, W. H. BODENSTAB, 
’ T Medical Director 
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Only high-type men and women can obtain 
contract to represent this company. 

Open territory in Ohio and Minnesota. 
I ting G 1 it’s contract di- 
rect with Company backed by real ce- 
operation. 








Cuirron Matongy 
President 
A. Mose.ey Hopxiws, Manager of Agencies 


Home Office Building 
1 N. BROAD ST., PHILADELPHIA, PA. 


Jacxson Matongy 
Vice-President 

















HOME LIFE INSURANCE CO. 
New York 


WM. A. MARSHALL, President 


The 63rd Annual Report shows: 

Premiums received during the year 1922.$ 7,369,835 

Payments to Policyholders and their 
beneficiaries in Death Claims, Endow- 

Eiveecteicénenene 5,400,769 


. 2,206,762 
Net Interest Income from Investment.. 2,110,923 
t 


required to maintain the reserve.) 
Actual mortality experience 52.87% of 
the amount expected. 

Insurance in Force............s.cseeee 232,163,052 
ID TEEN  nichittinineadsinesenen 46,253,715 
FOR AGENCY APPLY TO 
W, A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and 
Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank 


Building 
CINCINNATI, OHIO 


HOYT W. GALE 
General Manager for Northern Ohie 
Leader-News Building 
CLEVELAND, OHIO 

















FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohie 
has just issued 
very interesting 
“Si.ggesticns for Increasing 
Your Income”’ 
and would be pleased to send 
to every Life, Fire and ‘Accident 
Agent in 


Ohio, Illinois and Kentucky 

















WITH INDUSTRIAL MEN 


EXPLAINS VALUE OF READING 


Success of One Debit Worker Shown to 
Be Due to Self-expression 
Gained by It 





The value of self-training through 
reading, as exemplified by the success 
attained by a debit worker is empha- 
sized in the words of Superintendent of 
Agencies M. D. Schreiber of the West- 
ern & Southern Life in some recent 
comment on the subject. Mr. Schreiber 
explains that this agent was no different 
than any other man in the field except 
that he had the perseverance and will to 
learn through reading. Mr. Schreiber 
said in part: 

In recently reviewing the record of an 
agent who had been recommended for 
promotion, it was noted that he had pro- 
duced three times the industrial and 
four times the ordinary new business, 
during the last four months, that was 
credited to his agency the preceding four 
months. A further investigation dis- 
closed that he reported only 25 percent 
of cancellations compared with any like 
period and that his collection percent 
was unbelievably better. One month 
after this advancement, the superin- 
tendent questioned him as to his de- 
velopment. 

“I read more during the time that you 
mention than before,” he said, “and at- 
tended lectures on business. I read 
slowly, thoughtfully; with pencil in 
hand, I made notes of arguments that 
would come within my future experience. 
I found that reading broadens the in- 
tellect as well as the ambition to suc- 
ceed, 

“During my reading I saw _ these 
words: ‘Self-expression is the only means 
of developing mental power. It may be 
music, it may be on canvas, it may be 
through selling goods; no matter what, 
it must come through self-expression.’ 
I decided that I had not succeeded be- 
cause I lacked the ability to express my- 
self with force and conviction. I re- 
solved to learn the essentials of moving 
men to action by the power of the 
tongue. Instead of wasting time in pool- 
rooms and with worthless, pessimistic 
companions, I read the better class of 
insurance literature—‘Helps, Sugges- 
tions, Plans,” consumed my spare mo- 
ments. Words then came more easily on 
my canvass.” 


WESTERN & SOUTHERN NEWS 


Promotions in the Ranks are An- 
nounced—A, C. Wilson Has Been 
Made Superintendent at Fairmont 











A. C. Wilson, who entered the service 
of the Western & Southern as agent at 
Portsmouth, O., in July, 1913, has been 
made superintendent at Fairmont, W. 
Va. He was made assistant superin- 
tendent at Charleston, W. Va., in 1916 
and then was transferred to Portsmouth. 

John C. Willis has been appointed home 
office inspector of the Western & South- 
ern. He started as an agent at Ironton, 
O., in 1906, was made assistant at Steub- 
enville, O., in 1908 and then went to 
Ashland, Ky, After a period of illness he 
returned to the company at Huntington, 
W. Va., working both Ashland and Cat- 
lettsburg, Ky. In 1918 he was sent to 
Charleston, W. Va. 

Marion Gatto, who formerly was lo- 
cated at Cincinnati east under the late 
superintendent Noah Morgan, has been 
made superintendent of the Piqua, O. 
district. In April of last year Mr, Gatto 
became assistant superintendent at Cin- 
cinnati east. Early this year he was 
transferred to the detached office at New 
Richmond. 

The following assistants have been 
transferred: F. A. Zweiner from Belle- 
ville, Ill, to the East St. Louis District. 
F. A. McKissick from the Princeton, Ind., 
assistancy to Vincennes, Ind. N. 8S, Trot- 
ter from Ft. Wayne to the Belleville, 
Ill, assistancy. 


Phoenix Mutual Home Office Outing 


The home office employes of the 
Phoenix Mutual Life will hold their 
annual outing at Ocean Beach, Conn., 
June 26. They will make the trip by 
busses and automobiles and 300 will be 
present. 





American National Insurance Company 
OF GALVESTON, TEXAS 


W. L. MOODY, JR., SHEARN MOODY, Ww. J. SHAW, 
President Vice-President Secretary 
FINANCIAL STATEMENT, DECEMBER 3lst. 1922 

aed Be e me ETS s wee LIABILITIES 
tate Owned...........- o8hl J Net Reserve (American Expe- 
Mortgage BGOMD ccccccccesccce 5,352,594.38 rience 3 and 3% per cent)... .$11,202,951.35 
Collateral Loans ..... ss tteeseees 25,000.00 Special and Contingent Re- 
Loans Made to Policyholders Reese, 2 173,682.00 
(on this Company's Policies) 1,458,245.93 Reserves for Death Losses in a 
ioeggotaneanecssusensencese 4,214,350.01 Tsun of Aili... weed 
Cash in Banks...... a eeeneeees 1,718,881.46 Reserve for Taxes, etc........ 89,770.93 
Certificates of Deposit ........ 7,48.15 Miscellaneous Liabilities ...... 139,656.13 
Interest Due and Accrued..... 316,604.78 Capital Stock... .$1,000,000.00 
Deferred and Uncollected Pre- Surplus .......... 1,555,824.05 
miums ...... seeeeeeeees seeesee 284,967.99 Surplus Security to Policy - 
Unearned Premiums on Fire In- EUEEES - Shbsachsoneinemiiaoasain 2,555,824.05 
surance Policies ...........+.+ 713.62 , ete, 
DOERR, ccccccccccocccccscced $14,296,623.93 TOE RRe cccccccesscccessesces $14,296,623.93 
Gains Made During Year Ending December 3lst, 1922 
Increase in Insurance in Force..............000sseee0> $23,758,023.00 
Increase in Admitted Assets... ............0scceceeceee 687.00 
ISG GP. GE ndasanesctatecsossanensnenneceannenee 741,928.24 


LIFE INSURANCE IN FORCE, $181,457,796.00 
Paid Policyholders or Their Beneficiaries Since Organization, $12,549,109.96 


Ordinary Life, Industrial Life and Accident Insurance 
to Meet the Requirements of Every Insurable Person. 


Operates in Twenty States and the Republic of Cuba 

















A MAN’S JOB 


IS TO MAKE A SUCCESS 


You can do it with a company that has 
$67,721,828 business in force 
12,325,323 in admitted assets 
10,488,699 securities on deposit with the State 
12,536,498 paid to policyholders 
6.23 interest earned in 1922 


SEE THE 


ROYAL UNION MUTUAL LIFE 
INSURANCE COMPANY 


FRANK D. JACKSON, Pres. SIDNEY A. FOSTER, Secy. 
DES MOINES, IOWA 














May Mean Thousands To You 








EADING of two Columbus Mutual Life Booklets may 

mean thousands of dollars to you. One is a Booklet of 

Bouquets, the other the “Miracle” story. The first is the 
candid expression of hundreds of Life Insurance men,—Agents, 
General Agents, Managers, and Executives—concerning the in- 
evitably large success of the Columbus Mutual System. The 
other is a reprint from a laudatory article in a well-known maga- 
zine for salesmen, detailing the fascinating history of the Brandon 
insurance plan. The Columbus Mutual is declared to be the 
“Miracle” of Life Insurance. 


Write your name and address on the margin of this adver- 
tisement and send to The Columbus Mutual at Columbus, Ohio. 
The booklets will be forwarded to you. If you think of a change, 
here’s your opportunity to get all the distinctive advantages 
The Columbus Mutual offers. No General Agents or Managers, 
no closed territory. No strings on renewals. 


The Columbus Mutual made fine gains in 1922 and will 
exceed them in 1923. It has passed 40 older companies in total 
volume and many others in yearly gains. 


Our PERFECTED ENDOWMENT POLICIES are proving sure 
winners. With them our boys meet and beat the stiffest competition. 
The other fellow has nothing just as good. 
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NARA ROS 


A Great Business Always Has 
a Sound Foundation. 


Gross Surplus $979,017.00 









TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 


Agency basis. 


The Farmers & Bankers Life 


Insurance Company 


Executive Offices 


Wichita, Kansas 








Desirable territory open for General 
Agencies in Arkansas, Minnesota, and 


Western Kansas. 


Address Home Office 


CENTRAL STATES LIFE 


Insurance Company 
St. Louis, Mo. 








Nearly 1 44 Million Policies Now In Force 





Only four other life insurance companies in America have 
more policy contracts in force than this company. A study 
of the following growth in ten years is invited: 


Jan. 1,1913 Jan. 1, 1918 
.$ 6,695,921 $ 14,008,422 $ 34,017,031 


(a ee 
Policies in Force..... 432,711 
Insurance in Force.. 61,484,358 


Jan. 1, 1923 


759,448 
115,099,897 


1,403,546 
296,840,278 


Attractive a open to agents in Ohio, Indiana, Ken- 
i 


tucky, West 


rginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President 


CINCINNATI, OHIO 


Organized February 23, 1888 














ST. LOUIS SCHOOL IS OPEN 





Summer School of Association Started 
Last Week With Full En- 
rollment 





The summer school of the Life Un- 
derwriters Association of St. Louis 
opened last week with a full enrollment. 
The school, which will continue for 
two months, is being conducted by 
Griffin M. Lovelace, director, and other 
members of the faculty of New York 
University life insurance training 
course. 

Under the plan of the school the 
pupils attend their lectures and classes 
in the morning hours while the after- 
noon are to be devoted to practical work 
in the field. In order to obtain his 
diploma of graduation a student must 
write a certain amount of insurance dur- 
ing the school course. 


Guaranteed by Agents 


The school was made possible by 29 
underwriting subscribers who guaran- 
teed that all its expenses would be paid. 
The trustees of the school are Warren 
C. Flynn, Massachusetts Mutual; E. J. 
Burkley, Phoenix Mutual; Ira W. 
Fischer, Northwestern Mutual, and Jay 
Allen Fiske, Aetna Life. 


Shove Agency Meets 


H. W. Shove, district agent of the 
Mutual Life of New York at Marshall- 
ttown, Ia., held a meeting of his agents 
last week. The meeting was presided 
over by E. A. Kelloway who recently 
joined the staff. Warren Johnson, super- 
viser of agents from the Des Moines 
office gave an address on “How an 
Agent Should Work.” J. M. Dempsey 
of the Des Moines office of THe Na- 
TIONAL UNDERWRITER spoke on “Con- 
structive Criticism from an Outsider.” 
Manager A. P. Hohmann, of Iowa gave 
a history of the Mutual Life and_told 
about its organization and ideals. Su- 
perintendent of Agencies M. C. Galpin 
gave a talk on preparation for life in- 
surance work. Mr. Shove announced 
that he had taken Mr. Kelloway in part- 
nership and the agency hereafter would 
be known as the Shove & Kelloway 
agency. 


Pacific Mutual’s Omaha Meeting 


A regional convention of the agents 
of the Pacific Mutual Life was held at 
Omaha, June 14-15. General agents 
from Sioux City, Lincoln, Des Moines, 
Deadwood, S. D., and Omaha were 
present as well as local agents to the 
number of 50 from the territory of these 


agencies. 
Danford M. Baker, vice-president; 
Frank R. Woodbury, vice-president; 


Harry J. Brown, assistant secretary, 
and Claude A. Wayne, assistant actu- 
ary, were present from the home office 
and roused much enthusiasm. New 
business getting plans and some changes 
in policies were gone over. 


State Mutual Agents Elect 


The Association of Agents of the 
State Mutual Life held its annual meet- 
ing at Atlantic City, N. J., last week, 
the following officers being elected for 
the coming year: President, Harry 
Miller, Pittsburgh; vice-president, 
Charles R. Gowen, Syracuse; secretary, 
William Munson, Buffalo; board of 
directors, R. A. Pick, Chicago; A. C. 
Sibley, Atlanta, and S. A. Seaman, 
Pittsburgh. 


A Believer in Insurance 


Dr. Joseph Krauskopf of Philadelphia, 
rabi of one of the largest synagogues in 
America, was a consistent believer in 
life insurance and sometimes advocated 
it in his sermons. When Dr. Krauskopf 
died last week it was found that his 
estate consisted almost entirely of life 
insurance in the form of matured endow- 
ments reinvested. 

















“THE COMPANY OF CO-OPERATION” 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 


appreciate these days 


If it appeals to you, write 


HOME OFFICE 
DES MOINES °8.T. Bidg.) IOWA 


TERRITORY 
SOUTH DAKOTA 


IOWA 

















ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 
. ACTUARY 
343 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL. 








A. GLOVER & CO. 
° Consulting Actuaries , 


Statisticians 
29 South La Salle Street, Chicago 
Successors to Marcus 
Consulting Actuary 











HNE.HIGDON { Actuaries & Examiners 
Jotnc HiGboN cit" Gain s Beldia 








K J. HAIGHT 


CONSULTING 
ACTUARY . 


810-813 Hume-Mansur Bidg 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








ERICS. WITHI Razor 
CONSULTING ACTUAR 

948-949 Insurance Exchange 

DES MOINES, 10WA 








Tel. Walnut 3761 
_ J. McCOMB 
COUNSELOR AT 
CONSULTING ACTUARY 


Premiums, Reserves, Surrender Values, 
etc., Calculated. Valuations and Exami- 
nations Made. Policies and all Life In- 
surance Forms Prepared. The Law of 
Insurance a Specialty. 


Colcord Bldg. OKLAHOMA CITY 








J H. NITCHIE 
ACTUARY 

1523 Association Bl 19 S. La Salle St 

Telephone State 4 CHICAGO 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








B. YOUNG 
* CONSULTING 
ACTUARY 
AND ACCOUNTANT 
D. R. McLurg, Associate 
430 PETERS TRUST BLDG. 








Omaha, Nebr. _— 
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Prize Winning Sales Interview Prepared 
By Woman Agent of the Pacific Mutual 
Life at Los Angeles Home Office Agency 


held by the home office agency of 
the Pacific Mutual Life in Los 
Angeles, in celebration of the 16th anni- 
versary of the agency, was the reading 
of the prize sales interview, the prize 
being won by Miss Edna Earle, one of 
the leaders of the women’s department. 
* * * 

A “picture” of the prospect, John 
Scott, shows that he was 32 years of 
age, wife’s age 31, and they have two 
children, a son, age 4, and a daughter, 
age 6 months. Mr. Scott is a member of 
the firm of Banks & Scott, haberdash- 
ers. 

Scott borrowed $5,000 from his mother, 
who received this money as the pro- 
ceeds of her husband’s life insurance, 
and invested the money in a business 
started by James Banks, as an equal 
partner. The firm owes an average of 
$3,000 outstanding merchandise bills. 
Scott purchased a six-room bungalow 
of an investment company for $5,700 
and now owes a balance on the prin- 
cipal of $4,500. His monthly payments 
are $51.50. Scott and Banks each have 
a drawing account of $60 a week and 
occasional additional sums for extraor- 
dinary requirements. Scott furnishes his 
mother room and board in lieu of inter- 
est for the use of the money. He pos- 
sesses a Chevrolet car, paid for. Their 
yard is well kept—some flowers and 
foliage. Belongs to athletic club but 


A FEATURE of the sales congress 





devotes most of his spare time to his 
family. No church affiliation. Is a mem- 
ber of Woodmen and Elks. Present in- 
surance carried $2,500, on 20-payment 
life plan; six years old; annual premium 
about $87. Has a certificate for $2,000 
in the Woodmen. .Has been solicited for 
insurance and claims he has all he can 
take care of until he gets some of his 


present obligations cleaned up. What 
insurance program should be recom- 
mended to cover his needs? 

e ¢ ¢ 


In analyzing the case Miss Earle finds 
that the primary needs are: (1) To 
guarantee the home to the wife and 
children; (2) to secure for his wife a 
certain minimum income; (3) to reim- 
burse his mother for her loan. The sec- 
ondary needs are: (1) To plan for the 
education of the children; (2) to in- 
crease the income to his wife; (3) to 
finance his own old age. 

The plan to be presented is based on 
$4,500 of 10-year term for wife, to guar- 
antee home, with annual premium of 
$55.35; $5,000 10-year term payable to 
mother, with annual premium of $61.50; 
$2,500 of non-participating ordinary life, 
payable to the wife as monthly income 
over 20 years and for life thereafter, 
according to settlement options in pol- 
icy, with annual premium of $49.38; 
$2,500 20-payment life now carried— 
make payable as income also—premium 
$87.00; $5,000 accidental total loss on 








both policies and $100 a month accident 
and health insurance, premium $37.50. 
Let the $2,000 in the Woodmen stand 
unless rates increase considerably. The 
total outlay in premiums amounts to 
$290.73, requiring an average monthly 
saving of $23.39. The sales interview 
follows: 
a 


AGENT: Mr. Scott, I have given 
your situation much thought since I 
last talked to you and I believe I have 
the solution for all of your problems. 
With that in view I have prepared a 
minimum plan for you and your family. 

MR. SCOTT: Well, you know, Miss 
Earle, you are just wasting your time, 
because I have all the insurance I can 
take care of until I get those obligations 
cleaned up that I spoke of, but I'll hear 
your plan, as long as you're here. 

AGENT: Thank you, Mr. Scott. You 
doubtless have definite plans for your 
own and your family’s future, haven't 
you? They probably include your home, 
travel, an assured income for retirement 
and the college education of your chil- 
dren. Am I right? 

MR. SCOTT: Right. 

AGENT: These things will naturally 
come about if your ability to earn a liv- 
ing is not curtailed by premature death. 
It is this possible contingency which 
this insurance plan provides for, in or- 
der that your family may be indemnified 
for the loss of your earnings—that you 
may provide for them the food, shelter, 
clothing, medical attention, education, 
comforts, recreation and other necessi- 
ties which you will give them if you live 
and without which they cannot live the 
comfortable, happy, healthy and whole- 
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some lives you have always intended 
they should have. 
* * 

Put yourself for a moment in the 
place of your executor if you should die 
tonight. Is your present insurance plus 
your savings adequate? Would your 
wife be able to keep this home? Wouid 
she have to change her standard of liv- 
ing? Would the children be certain of 
an education? Probably not, but this 
insurance program guarantees the fru- 
ition of your plans if you die and will 
provide you with an old age income if 
you live. 

Let me congratulate 
home, Mr. Scott. It shows not only ex- 
cellent taste, but your good business 
judgment. It is a wonderful thing for 
a boy such as this manly little fellow 
to grow up with the proper environ- 
ment, so that he may have the influ- 
ences to make him the kind of a useful, 
successful citizen you want him to be- 
come. A home is the first requisite 
there, isn’t it? Did you ever think that 
it takes a lot of living in a house to 
make it a home? Your home is not 
fully guaranteed to your family yet, 
have you ever thought of that? This 
first item, $4,500 ten-year term insur- 
ance, payable to your wife, will supply 
the necessary cash to pay off the mort- 
gage. 

Each year as you meet part of your 
principal, approximately $500, I suggest 
that you use the interest money thus 
released to convert $500 of this term 
insurance to the non-participating ordi 
nary life plan, specifying that the pro 
ceeds of the contract are to be paid as 
monthly income over 20 years certain 
and life thereafter, as provided in the 
settlement options of the policy. Most 


you on your 
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Mr. Life Insurance Agent: 


Do liberal first year commissions mean 
anything to youP 

Do non-forfeitable renewals mean any- 
thing to youP 

Does a Home Office contract mean any- 
thing to youP 

Does close co-operation and assistance 
mean anything to youP 


Are you getting what is coming to you 
in this way? 

Do your family and you receive just com- 
pensation for your labors? 

Are you desirous of a connection that 
will enable you to do this? 

Can you show a clean record and are you 
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women are not accustomed to handling 
or investing large sums of money. In- 
come insurance guarantees that your 
insurance will be used as you direct— 
that the principal cannot be lost through 
unwise investment or dissipated by use 
as income. 
* * * 

Secondly, your obligation to your 
mother in using her money in your 
business must be met by a $5,000 ten- 
year term policy payable direct to her. 
Each year as you pay off the principal, 
convert this as previously suggested, 
making the income to your wife. Your 
mother will doubtless make her home 
with you throughout her life and with 
your wife in case of your death, so this 
income will be for her, indirectly. 

The present $2,500 20-pay life policy 
which you now carry with us should 
remain, except that you should again 
make use of the settlement options as 
I have already suggested. This $2,500, 
however, is not enough and should be 
at once reinforced by an additional $2,- 
500 non-participating ordinary life pol- 
icy, payable as income; $2,500 is not 
enough, but should be considered only 
as part of a larger unit. 

The $2,000 in the Woodmen can stand 
unless the rate increases radically. This 
can be used by your wife as “cleanup 
expenses,” to meet the necessary bills, 
taxes, state, federal and income, and 
pay probate and executor’s fees. Any 
money not so used should go to aug- 
ment the first year’s income, as this is 
always the hardest year of adjustment 
for the widow. 

Ye 2s = 

You will thus guarantee your home 
free from incumbrance to your wife and 
an income of at least $25 a month cer- 
tain. I admit again, that this is not 
enough, but as you convert the term 
insurance it will gradually increase this 
income. 

You will notice this small item of 
$37.50. For that ridiculously low pre- 
mium we double $5,000 of your insur- 
ance to $10,000 in case of accidental 
death, or loss of limbs or eyesight, and 
will furthermore pay you $100 a month 
for either accident or sickness—limit of 
one year on any one claim. The life 
policies also include our permanent to- 
tal disability benefit, guaranteeing a 
waiver of premiums in case such disa- 
bility should occur and an income of $50 
a month to you for life, with the $5,000 
still payable as income to your wife at 
your deat. This gives wonderful cov- 
erage, doesn’t it? 

MR. SCOTT: Oh, it sounds all right, 
but what will it cost? 

AGENT: Approximately 10 percent 
of your annual income as figured out 
by modern economists—only $290.73 a 
year—$23.39 per month, or about 75 
cents a day to guarantee to your fam- 
ily this marvelously complete plan. 

* x 


MR. SCOTT: You would like me to 
put all my money into insurance, 
wouldn’t you? 

AGENT: Just enough to perpetuate 
this home, this realization of your 
dreams to your wife and little ones. 
Just enough to re-create your income 
in part if you should be taken away. 
Furthermore, this is systematic savings 
for you, for your equity is always avail- 
able in case of emergency and if you 
live to be 65 you may take our old age 
option which will pay you an income 
for life. 

MR. SCOTT: My wife used to teach. 
If anything happens to me she can al- 
ways go back to it. 

AGENT: Mr. Scott, the most valu- 
able thing you can give your children 
is the absolute certainty that they will 
have their mother’s time—that she may 
be there to guide them, to supervise 
their education and moral welfare, and 
when they are older to counsel with 
them. With a home and an income your 
children will not have to share their 
mother with others. 

MR. SCOTT: I can’t afford it. 

AGENT: If you can’t afford this 
program on the basis of your present 





income, how can your tamily get along 
if your income is taken away? 
MR. SCOTT: Well, I will think it 
over. 
2 


* 

AGENT: If there are some points 
that are not clear, let us talk it over 
together. I may be able to clarify them. 
This policy fits your needs. You admit 
it is a good thing. We can arrange the 
payments satisfactorily. If you put this 
off now, you may not be able to get it 
later. You drive a car. With the in- 
creasing death toll due to the automo- 
bile hazard, you are carrying a risk 
which your family will have to assume 
if you are taken away prematurely. Why 
postpone your decision? 

Such a plan as outlined takes care of 
every possible contingency, doesn’t it? 
Accident, sickness, old age, permanent 
total disability, death. A modern policy 
with its liberal clauses is a wonderful 
thing, isn’t it? 

sé «@ 

MR. SCOTT: Oh, the plan and the 
policy are all right, but— 

AGENT: If you find it difficult to 
definitely save $23 every month because 
of the present demands on your pocket- 
book, won't it be doubly hard for your 
wife to reduce her standard of living in 
case of your premature death? This 
plan guarantees to your family in part 
what you will give them if you live. It 
just makes sure the fruition of your 
plans. It is wonderful, isn’t it? 

(Pause) 

When a man buys insurance he is not 
only buying his replacement value in 
case of need, a most unselfish act, but 
he is buying for himself the peace of 
mind and the freedom from worry which 
come from knowing that whatever hap- 
pens he has done everything anyone 
could do for his loved ones. Isn’t that 
satisfaction worth working for? 

(Pause) 

It has been about six years since you 
took your last medical examination, but 
judging from appearances you ought 
to have no more difficulty now than you 
did then. Let’s see, you’re a native son, 
aren’t you? 

MR. SCOTT: No, I 
Missouri. 

AGENT (writing it 
wete 32 in January? 

MR. SCOTT: Jan. 27, 1923. 

(Agent completes application.) 
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L. M. CATHLES IS HONORED 
(CONTINUED FROM PAGE 3) 
He said his success in Texas was due 
to cooperation from all insurance men. 
He said he felt he was “doing something 
mean” by leaving after hearing what his 
friends thought of him, but that his 
going did not mean severing connec; 
tions. He said Texas and Dallas would 
always remain a bright spot to him and 
that he is going to do his best “to show 
the insurance men of the east they had 
made no mistake in drafting him.” _ 
Mr. Cathles will sail next week tof 
Europe to remain until about the middle 
of August. On his return he expects to 
start actual work with his new com 
pany. 


Business Men’s Assurance Increase 


The approval of the Missouri insuf- 
ance department has just been given t@ 
the application for amended charter ul 
der which the capital of the Business 
Men’s Assurance of Kansas City 1s ™& 
creased from $200,000 to $250,000. 

The increase is effected by the dec 
laration of a stock dividend of $25,000 
and the sale of an equal amount of neW 
stock at $193.50 per share, book value a 
of Dec. 31, 1922. This increase will em 
able the company to meet all legal Tt 
quirements in all of the 22 states ™ 
which it is now doing business, nece® 
sary for the securing of a license to do 
both life and casualty insurance. | 

Sale of the new stock was limited # 
employes, officers and directors of ¢ 
company, no portion of the stock being 
held by anyone not identified with ¢ 
company in some capacity, 





